

















FOUNDED 185 


dwai re 


EN aba 


239 WEsT 39TH STREET, Naw York City 
(Printed in U. A.) 


~~ 
Pe. 


Associate Editors: CHARLES DOWNES, GEORGE M. SANGSTER, JR., CHARLES J. 





President and Treasurer; Georce H. GrirFitus, Secretary 


Cleveland, 538 Guardian Building 











site ia 7 


opiates. tee The Automobile Accessory 


creased 1,573,202 

Snsal «car te N umber 

every 10 persons in 

= Special Features 
On the Trail of the Auto Camper—By Llew S. 

EY 5 i Obra ats OU eee noite wade ns iwaaees 81 

Where Auto Accessories Are Hardware......... 85 
An Auto Accessory Tale of Two Cities.......... 88 

onsequentLy 7? otalling Thousands in Annual Tire Sales....... 90 
ene ete Se One Motor Vehicle for Every Ten Persons in the 
parts and tools. Cee UE a BE Pe neh tie ok Os ces new ews 92 

Big Accessory Sales in a Medium Sized Town.... 93 
Ten Years of Success With Auto Equipment..... 95 
This Department Developed Automatically...... 97 
Ten Timely Accessory Turnover Suggestions.... 98 
Building Storage Battery Business— By C. J. 

AN. you meet the Heale . seen eee e teen eee e eee eee e eee ne ees 100 
pl yn ly Show Cases from Several States Suggest Sales.. 104 
your community? Study Your Tire and Accessory Displays—By 

PPC EE SEPOUIN occ So ee tee a ch wedewwens 106 
Home Economy an Aid to Equipment Sales—By 
Peers IN; GE So OE Pek oe nhitia mous 108 
Speeding Up Sales of Repair Equipment........ 119 
Suggested Accessory Assortments for the Hard- 
CONOMY de- WOREO DEON ook i cv cape guy cwae wade 111 
mands more car 
owners, this year, Regular Departments 
to do their own re- 
pair work. Show Card Writing for the Beginner........... 102 
pS oh eee a ae ea ee Pee 115 
RMR OU, oe a Ao. ada s eae een 116 
Market Reports of Trade Conditions............ 129 
ie Ce ene’ Baie is. oa 2 0 ho ee Meare 119 
New Goods and Novelties.................---- 132 
TIMULATE sates Notes of the Retail Hardware Trade............ 134 
Pee ~~ Sldbee Aneeeeeries ...... oo cscs cece secccnccecs 136 


car service. 





<4 Editors: M. E. Wyckorr, Chicago; Gerarp FRAzAR, Boston; R. A. WALKER, 
A. SANDBERG, Minneapolis; F. L. Prentiss, Cleveland; J. E. McDoNa.Lp, Cincinnati 


Bank Draft, payable to HARDWARE 





GEORGE H. GRIFFITHS, MANAGER LLEW S. SOULE, EpiTor 


HEALE 


Pittsburgh ; 


Published every Thursday by the Iron Age Publishing Co., 239 West 39th Street, New York City—F. J. FRANK 


BRANCH OFFICES YEARLY SUBSCRIPTION PRICE 
Chicago, 1505 Otis Building United States, $3.00: Canada, $4.00: Foreign, $6.00 
Pittsburgh, 1002 Park Building Single Copies: 25c. each 
Boston, 185 Devonshire Street Subscription remittances should be made by Check, 
Philadelphia, 1420 Widener Building Post Office Money Order, Express Money Order or 


AGE, New York 


Cincinnati, 604 Mercantile Library Building Entered as Second Class Matter May 22, 1913. at 
San Francisco, 320 Market Street the Post Office at New York, New York, under the 
London, England, 11 Haymarket, S. W. 1 Act of March 3, 1879 


Owned by the United Publishers’ Corporation, 239 West 39th Street, New York City—H. M. SweTLanp, President; 
CHARLES G. PHILLIPS, Vice-President; A. C. Pearson, Treasurer; F. J. FranKk, Secretary 

HARDWARE AGE is a member of Audit Bure: iu of Circulations, the recognized authority 

on expert circulation examinations. Member of the Associated Business Papers, Inc. 





S HOW a man hou 
‘7 to save money 
on his car and 
yowll get a steady 
customer. 


QFFER small ar- 
ticles in unit 

assortments at col- 

lective prices 


| EDUCE sales re- 

sistance with 
special feature 
sales. 


NTERE STING 

displays and novel 
information induce 
fresh interest in in- 
teresting people. 


EVERY inquiry is 
4 an invitation to 
a sale. 


S UGGEST new 

goods to cUus- 
tomers and pros- 
pects. If you don’t, 
they won't 
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Remember 


When you buy from 
NATIONAL you buy 
direct at a saving and 
sell at increased profit. 
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NATIONAL MFG. COMPANY | 


Illinois = 


Sterling 








Sell This Quality Garage 
Hardware at Lower Prices 


Where the quality is right and where the price is reasonable, sales 
are not lagging even at the present time. NATIONAL GARAGE 
HARDWARE is enjoying a good sale, because the quality is high 
and because the price is slightly lower. 


By supplying the dealer direct we effect a worth-while saving and 
pass it along to you in the form of lower retail prices and a better 
margin of profit. It is a fact that you can sell more hardware and 
make more on each sale by handling the NATIONAL Line. 


And you can do this without the sacrifice of prompt shipments, co- 
operative advertising, etc. Our facility for service to the dealer is 
unequalled. All mail orders are shipped by us the same day as 
received. NATIONAL GARAGE HARDWARE is extensively 
advertised to prospective buyers and we furnish free electros for 
newspaper advertising, attractively printed literature for distribution, 
attention-getting display boards for your store and all the many other 
dealer helps. An investigation will easily convince you that you 
ean handle the NATIONAL Line at increased profit. 


Why not ask us to outline our dealer proposition for you and to 
send you a catalog that you may look the full line over? 



































T was the picnic that started it. 

Like hundreds of other city 

cliff dwellers, I had been itch- 
ing to get out into the open from 
the time the first snow flakes put 
the jinx on the camp fire parties 
last fall. So when a certain Sunday 
in March heralded in a day of old- 
time sunshine and dry ground, I 
lent a willing ear to a cronie of 
mine who lives across the hall and 
three flights up. “Get the ‘missus,’ ” 
he warbled over the phone, “pack 
up the old lunch kit and put on 
your picnic clothes. We’re billed 
for a camp-fire lunch in the wilds 
of Westchester.” 


4 Llew S. Soule 


* 


Paved Highways and Country 
Roads Both Lead 


Well, we went as per schedule. 
We carried with us the lunch kit, 
the camp grid and the thermos bot- 
tle filled with steaming hot coffee. 
We parked by the roadside near a 
mountain lake and pulled all the 
old picnic stunts. There was only 
one drawback. That brief picnic 
started the old camp bug in my 
system to working overtime. My 
mind harked back to a wonderful 
two weeks’ camping trip through 
the Big Tree country of California. 
Most of the real pleasure of that 
trip came from the equipment, 
plus the good advice furnished by 
two live Eureka hardware firms. 


81 


to Hardware Profits 


Baker & Crosby gave us a full com- 
plement of good maps, and we re- 
ciprocated by purchasing a portable 
camp stove, a tent bed for the run- 
ning board, a folding table and a 
flock of camp chairs. The Buhne 
Company donated copies of the 
California fish and game laws and 
sold us a light rifle, a practical fish- 
ing outfit and a gas-burning lan- 
tern that was worth its weight in 
gold. 

Then when we had climbed the 
Sierras, toured the Yosemite and 
motored back to the warmer val- 
leys, the Pasadena Hardware Com- 
pany fixed us up with a new tire, 
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Preparing foi 
business of the day 


the 


some inner tubes and still more of 
the equipment that made the return 
trip memorable. 

Then my day dream shifted and 
I conjured up a vision of a jolly 
camping party on the head waters 
of the Yakima River in the good 
old state of Washington. That 
time we pinned our faith to the 
service of the Yakima Hardware 
Company of Yakima, and they came 
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through one hundred per cent. 
They not only furnished us with 
maps, fishing licenses and general 
information, but they sold us every- 
thing we needed for the trip from 
the long-handled fry pan to the 
spare tire. 

Once more the scene changed, 
and I called to mind a camping trip 
in the Wisconsin wilds. That time 
we outfitted at the store of the Nich- 


A well arranged display 
of camping accessories 
in the show window of 
the Edwards 4 Chamber- 
lin Hardware Co., Kala- 
mazoo, Mich. In_ the 
circle we see some happy 
enjoying a 
picnic 


car owners 


road side 








olas Hardware Co., Oak Park, III. We 
saw their show window as we drove 
through the town one afternoon, 
and we simply couldn’t resist its 


lure. We went in to look things 
Over and we came away with an 
auto load of camping accessories. 

Well, when that pesky little camp 
germ began getting in its deadly 
work this spring, there was no use 
sidestepping the issue. I felt a 
camping trip coming on, and it was 
up to me to prepare for it. There 
was only one thing that troubled 
me—where to get the camp outfit. 
I wasn’t exactly sure that the con- 
servative eastern hardware mer- 
chant was as fully alive to the sales 
possibilities of auto-camp supplies 
as his brothers of the West and 
South. But a camp pal soon put 
me wise. “Try Fowler & Sellars 
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camp 


fish 
the 
fire 
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of White Plains, N. Y.,” he said. 


“You can’t go wrong.” We held a 
consultation of the flat dwellers’ 
camping association and decided to 
take his advice. 

It was a typical spring morning 
of the better type when we drove 
off the city streets and hit the Post 
Road for White Plains. We had the 
car, the crowd, the clothes and the 
grub. The rest was left to luck and 
the hardware man. 

We drove into town just as the 
sun was beginning to get in its fine 
work and while the air still carried 
a chilly reminder of the night be- 
fore. 

I might as well confess that I was 
agreeably surprised when we drew 
up in front of the Fowler & Sellars 
store. It lined up with the better 
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ones of the thousands I have visited 
as “The Man behind the Counter.” 
There were two big, fine show win- 
dows facing the main _ business 
street, and one of them carried an 
irresistible appeal to the man of 
the car and camp. In it were dis- 
played tires and automobile acces- 
sories intimately linked up with 
camp equipment, guns and fishing 


tackle. There were portable camp 
stoves, grids, water bottles, can- 
The Nicholas Hard- 


ware Co., Oak Park, 
Til., puts out a 
tempting bait for 
the car camper. In 
the inset we notice 
that the motorist 
is a profitable 
customer 
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teens, camp axes, nested cooking 
utensils and the inevitable tent. 
We could also pick out such items 
as camp chairs, folding tables, lan- 
terns and flashlights. I shook 
hands solemnly with the fellow 


who had suggested White Plains. 
Dave Mercer, general manager, 
met us almost at the threshold with 
a welcome all out of proportion to 
the looks of the gang. 
and 


We 
stated 


intro- 


duced ourselves our 












age 
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Primed for a day with rod and gun which will eventually 
lead, as seen in the corner, to a late supper 


errand. “Camp. supplies? Sure 
thing,” he said. “Come over and 
meet Kruger, manager of our auto 
accessories and sporting goods de- 
partments. He’s a bug on camping 
himself. ‘Oh! Kruger,’” he called, 
“some campers to see you.” Kru- 
ger came over on the jump. First 


he made out a list of the things we 
needed. And I’ll say this to his ever- 
lasting credit—he didn’t pad the list 
a single dollar beyond requirements. 

To be sure, he suggested a few 
things we hadn’t counted on, but 
be the very 


they turned out to 





t 





things that spelled camp comfort. 
We had a dandy little tent, a grid, a 
gasoline-burning camp stove, a camp 
axe, a flashlight and a nested kit of 
camp cooking utensils. To this he 
added camp cots, a folding table and 
a bunch of camp stools. The lantern 
and flashlight followed, with a 
water bag as a close second. Next 
“ame the guns, fishing tackle, table 
ware, a few tarpaulins and some 
blankets. “Better carry an extra 
spare and a few spark plugs,” he 
volunteered, and we took his tip. We 
likewise followed his advice on a 
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handy set of wrenches. 

The week that followed was all 
too short. We camped, we fished, 
we hunted. We slept out under the 
stars and drank our coffee as the 
sun peeped over the nearby hills. 
In the evening we sat around the 
camp fire telling fish stories and 
rolled into our blankets sbout the 
time the city rounder was donning 
his opera clothes. Then one fine day 
the dream was over. We packed up 
and motored back brown as Indians, 
hard as nails and full of pep for the 
work of life. 


The end of a perfec) 
day—or week 
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Where Auto 
Accessories 


Are 


Hardware 


These Motor Essentials 
Are Legitimate 


Profit Makers for the 


Hardware Store— 
How the Phillip Gross 
Hardware Co. Sat- 


isfies Customers 


‘HERE is a feeling among 
some hardware dealers that 
any line of merchandise 

which requires pushing and plan- 
ning is unprofitable. They can see 
profits only in the goods that move 
without effort. The type of mer- 
chant who follows this line of rea- 
soning is usually a poor salesman. 

Meanwhile the majority of live 
hardware men love the lines that 
bring their brains and selling abil- 
ity into play. This type of merchant 
sells automobile accessories, tires 
and tubes, and makes a real profit 
as the result of his efforts. To 
these men competition is meat and 
drink, and trade obstacles are only 
aids to greater effort. 

Automotive accessories are by 
nature hardware items. In many 
cases they are the natural out- 
growth of the days of lap robes, 
storm curtains, horse collars and 
spokes. In other cases the line has 
merely grown out of the tool and 
wrench lines, carried for years be- 
fore the automobile was ever heard 
of. 


Accessories a Legitimate Hardware 
Line 

There are a few cases where 
otherwise keen hardware’ mer- 
chants have felt that they would 
be getting out of their sphere by 
handling accessories—that they 
could afford to let the garage and 
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specialty shop have the automotive 
business. In their generosity they 
failed to notice just what a worth 
while slice of volume and _ profit 
they were turning down. They 
also failed to take into account the 
fact that the garage and the spe- 
cialty store would likewise accu- 
mulate a nice profit on tool sales 
which should naturally go into 
hardware cash registers. When- 
ever a hardware man gets soft- 
hearted along accessories lines he 
is guilty of mistaken kindness. He 
might as well turn over his build- 
ers’ hardware business to a spe- 
cialty house and his cutlery profit 
to the corner drug store. The mer- 
chant who really wants to be the 
hardware representative of his 
community, must carry a represen- 
tative stock of items that hardware 
customers purchase—that includes 
tires and automobile accessories. 
They are hardware items by nat- 
ural outgrowth, and will be pur- 
chased in hardware stores, so long 
as hardware merchants realize 
their responsibilities and carry 
them in stock. 

There is unquestionably a profit 
in accessories for the dealer— 
otherwise thousands of good mer- 
chants would quit stocking them. 
In practically every town or city in 
the country you will find hardware 
dealers carrying both tires and ac- 
cessories. It may be natural to ask 





why this is true. It is still more 
natural to conclude that there must 
be a profit in those lines or they 
would not be there. 

The hardware store has the finest 
chance in the world to build up an 
accessory business. The merchant 
already carries in his stock a great 
number of hardware items which 
are indispensable around a motor. 
He already has the foundation for 
a stock and can create an even 
greater demand for those items 
through the, sale of accessories. 
When a customer comes in for a 
hand horn or a tire pump, the 
chances are he needs a pair of 
pliers, a wrench or perhaps a ham- 
mer. If the merchant does not 
have the horn or the pump in his 
stock the customer will probably 
buy the hammer or the pliers 
where he can get the other things. 


The Business is There 


The business is there and the re- 
turns are gratifying if the dealer 
makes up his mind to go after the 
proposition in a_ whole-hearted 
way. The beauty of the whole 
thing is the way in which sales of 
cther items of hardware can be in- 
creased. This is a day of rapid 
turnovers and an accessories stock 
opens the way for every hardware 
merchant to increase his turns on 
other lines. 

The jobbers long ago realized the 
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tremendous field to be reached 
through the hardware store by 
means of the sale of tires and ac- 
cessories. Their departments han- 
dling these items have grown all 
out of proportion to their other de- 
partments, and to-day play an im- 
portant part in the business of the 
hardware wholesaler. 

This article is not written for 
the merchant who knows that the 
accessories business pays. It is 
written with the hope that some 
dealer, who has never had the lines 
or who is neglecting them, will re- 
solve to go after this business and 
build it up until it becomes one of 
his most prized departments. Not 
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strong. Yet the Phillip Gross 
Hardware Co. of Milwaukee, Wis., 
have realized all along that this is 
a line worth handling, and that 
competition merely adds zest to ef- 
fort. 

The sign on the front of the com- 
pany’s store announces that the 
firm carries tires and accessories. 
Their windows contain displays 
and their advertising is carefully 
prepared to attract business. It is 
not meant that they specialize in 
these lines. It is all a part of their 
hardware business. They special- 
ize in all hardware and every de- 
partment is completeness in itself. 
There is a decided effort to carry 
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wanted for a long time and put off 
getting because he forgot to ask 
for them, or perhaps was not quite 
decided as to just the kind he 
wanted. 


Auto Owners Are Enthusiasts 


The man who owns an automo- 
bile is an enthusiast anyhow, and 
when all of these good looking ac- 
cessory items are right out where 
he can “heft” them he is going to 
become a better customer of that 
store. Notice the robe folded on a 
table in the aisle and the folding 
chairs set out so invitingly. If that 
isn’t suggestive salesmanship we 
don’t know where you would find it. 





James & Hawkins, Inc., Richmond Hill, N. Y., catches the eye with tires, but backs them up with a strong display of accessories 


only will his profits be more than 
satisfactory, but he will notice a 
very healthy increase in his tool 
sales, sporting goods and other 
lines, because he will draw added 
patronage to his store. The mer- 
chant who can get new customers 
into his store through the sale of 
tires and accessories will also get 
that trade for tools, stoves, wash- 
ing machines, cutlery and all the 
other various items sold. 


What One Firm Has Done 
Some city. dealers have failed to 
increase their yearly profits be- 
cause they have thought that 
the accessories competition is too 


everything that belongs in a hard- 
ware store and their patronage ‘ts 
an indication that the public heart- 
ity approves of their way of doing 
business. 

The two illustrations we repro- 
duce show different views of the 
tire and accessory department. 
There is one thing worthy of note 
and that is the accessibility of the 
stock. Everything is right out 
where the customer can see it. The 
arrangement of this stock will sell 
nearly as much merchandise as the 
salesmen. Just think of an auto- 
mobile owner coming into this de- 
partment for a spark plug and see- 
ing all those other things he has 


The display rack at the back of 
the room is also worthy of note. 
On the rack various standard parts 
are displayed, and are fastened on 
felt covered panels. The lighting 
is indirect and comes from the top 
of the cabinet. The general effect 
is good and draws a customer over 
for closer inspection almost uncon- 
sciously. Once his interest is 
aroused very little is needed to 
complete a sale. 


Attractive Displays Essential 
Accessory stocks and _ tires 
should be attractively displayed. 


They represent some of the finest 
handicraft and art of the day. They 
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The Phillip Gross Hardware Co., Milwaukee, 


have all been designed to appeal to 
the eye, and there is not an item, 
even to a casting, that does not 
have a smooth finish. They repre- 
sent the latest word in manufac- 
ture, and their presence tones up 
the stock of any hardware store. 
Greases and polishes together 
with cleaning compounds offer .the 
dealer an interesting return if he 
will make the sales. Spark plugs, 
fan belts, tires and tubes bring the 


Here is another view of this department. 
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customers back time after time. 
Flashlights are essential to the 
automobile and should be displayed 
with the accessories. Chamois 
and sponges together with tools, 
greases and metal polishes should 
also be included in the stock of this 
department. 

These lines sell better when sep- 
arated from the general stock and 
when they are placed out so that 
they can be seen. The dealer who 
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Wis., maintains an extensive accessory department, as may be seen by this illustration 
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has even a small stock can make a 
most attractive display, and he can 
find the room for it if. he is deter- 
mined to do so. The accessories 
business is growing by leaps and 
bounds. Cars are increasing at an 
astonishing rate and the field for 
tires and accessories offers the 
dealer a gold mine, if he will stake 
out his claim now and go after ac- 
cessories business with determina- 
tion to win. 


Accessibility is the watchword here and everything is arranged so that it may be 
found in a second’s time. There is no waiting and there are no impatient accessory customers in this store 
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AN AUTO ACCESSORY 


Not Dickens’ famous novel, but a merchandising story, told with pictures, dealing with the 


sale of automobile tires and accessories in two American cities. On this page are repro- 

duced two window displays installed by the Kelley-Duluth Company, Duluth, Minn. Duluth 

is a city of 100,000 people with the customary quota of garages and accessories stores Despite 

this fact the Kelley-Duluth hardware store does a large and profitable business with Duluth 
motorists 





























TALE OF TWO CITIES 


Above is shown the automobile accessories department of the Nicholas Hardware Co., Oak 


Park, Ill. Below is one of the firm’s recent window displays. Oak Park is a suburb of Chi- 

cago, and its merchants must meet not only local competition, but the competition of Chi- 

cago specialty and department stores The hardwareman’s merchandising ability is evi- 

denced by the fact that the Nicholas Hardware Co. has built up an exceedingly profitable 
auto accessories and tire business 
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Hobart R. Beatty 
and one of the 
jirm’s tire displceys 


tion of approximately 6000. 
It is located in a good agricul- 
tural section of the Middle West, 
and has the usual number of stores, 
garages and other places of busi- 
ness. It is a clean, up-to-date little 
city, with a coterie of progressive 
business men who have made the 
most of their opportunities. Other- 
wise it differs little from other 
cities of similar size and location. 
Yet—the hardware firm of H. G. 
Beatty & Sons of Clinton has sold 
over $22,000 worth of automobile 
tires and tubes in a single year. 
During the past three years this 
progressive store has averaged 


(tien ILL., has a popula- 


over $18,000 in tire sales annually. 
It is an achievement of men, not of 
conditions or environment. 

In. order to fully understand the 
reasons for this success, it is nec- 
essary to get a mental picture of 
the Beatty store. 


Your first im- 
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pression is one of neatnegs, orderly 
arrangement and completeness of 
stock. You sense the fact imme- 
diately that this store does a good 


business. It does. Its gross sales 
for 1921 ran well over $148,000, 
and last year was hardly a record- 
breaking year for sales. 


Naturally you will want to know - 


how and why this store was able to 
hang up such a record in a town 
the size of Clinton. If you investi- 
gate, your inquiry will eventually 
lead you to Hobart R. Beatty, well 
known in hardware circles as the 
president of the Illinois Retail 
Hardware Association, and a mem- 
ber of the executive committee of 
the National Association. Hobart 
R. Beatty is a good example of the 
best type of American hardware 
merchant. He has a close grasp on 
all the details of the business, and 
knows at all times just what each 
of the ten departments of the store 
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Totalling Thousands 


in Annual Tire Sales 


H. G. Beatty & Sons, Clinton, IIl., 
Gains Tire Profits by Selling 
for Cash, Advertising and 
Persistent Effort 


is doing. In the light of this knowl- 
edge he applies his advertising and 
sales effort where they are needed. 
The success of his tire department 
is due to the fact that he has con- 
stantly known the comparative 
sales figures, and other important 
data connected with that depart- 
ment. This knowledge has given 
him the ground work on which to 
build bigger business. 

The records of the Beatty store 
show, month by month, just how 
much each department sells. The 
growth of the tire business is 
graphically recorded in the sales 
total book as follows: 

1915 tires sales, $1,789.89; 1916, 
$8,084.72; 1917, $9,627.75; 1918, 
$13,145.66; 1919, $22,208.74; 1920, 
16,275.39; 1921, $16,116.70. 

The remarkable part of this rec- 
ord is shown in the sales for 1921 
—a poor business year generally, 
during the eourse of which tire 
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prices dropped considerably below 
the 1919 level. 


Cash Prices the Attraction 


“How did you do it?”’we asked 
Hobart Beatty. This was his 
answer: “We sell tires as we do 
nails or shelf hardware. It’s an 
over-the-counter proposition. We 
do not furnish garage service. Of 
course we have a free air connec- 
tion in front of the store, and that 
has helped considerably in draw- 
ing the trade of the motorist. I 
think our big drawing card has 
been our reasonable cash prices. 
Notice I say cash prices—for that 
is the way we sell tires. If we 
charge them, they cost the customer 
more money.” 

Mr. Beatty explains his cash plan 
by saying that he buys tires in 
sufficient quantity to get the best 
possible price. That price is passed 
on to the cash customer. The cus- 
tomer who wants the tire charged 
pays a substantially higher price. 
The rule of “pay cash or pay more” 
is rigidly adhered to, and the few 
sales lost are insignificant when 
compared to the volume of business 
brought by the cash inducement. 

Converting Records Into Prospects 


Every tire sold is entered in a 
tire record book. That book forms 
the basis of a live mailing list, 

















Order and accessibility are the 
watchwords of the tire depart- 
ment of H. G. Beatty & Sons, 
Clinton, I. The above illustra- 
tion serves to illustrate the pre- 
vailing neatness 
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which is solicited several times a 
year through well written letters 
to which are attached tire litera- 
ture furnished by the manufactur- 
ers. The record book also enables 
the firm to know at ‘any time just 
how long a customer has had a tire, 
and this information is very useful 
in case of adjustments. Last year 
out of 600 tires sold, there were 
only thirteen adjustments. These 
were handled by the manufacturer. 
This nlan saved the store from any 
disputes with customers. A policy 
of liberal adjustment has been fol- 
lowed by the tire makers. 


Advertising Builds Business 


“Next to our cash plan—and our 
cash prices have always been such 
as to allow a reasonable profit— 
our advertising has been our best 
business builder,” Mr. Beatty con- 
tinued. “Every year in June we buy 
a mailing list which covers every 
automobile owner in the county. By 
getting it in June we are able to 
take in most of the new or changed 
registrations. We follow up this list 
with cards, letters and circulars. 
At the same time we use both of 
our local newspapers to pound 
home our tire story. This adver- 
tising gets business. We have 


checked it up, and know that it 
pays.” 
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The 1922 tire and tube sales in 
the Beatty store bid fair to equal 
the high water mark of over $22,- 
000 set in 1919. The January fig- 
ures passed those for the first 
month of 1921 by a good margin, 
and February likewise shows a 
substantial gain over the same 
month a year ago. 


Advice to Dealers 


Mr. Beatty is confident that he 
can increase his sales volume suffi- 
ciently to overcome any possible 
price reduction, and to hang up the 
higgest tire sales record of his his- 
tory this year. 

“Have you any specific advice to 
give the hardware trade on the han- 
dling of tires?” we asked Mr. 
Beatty as we were leaving his store. 
“My advice to fellow hardware 
dealers on tires would be just this,” 
he answered: “Stick to one line. 
Sell for cash at a reasonable price. 
Advertise in the newspapers and 
by mail and keep after the busi- 
ness.” It is good, sound advice. If 
the hardware man will follow it 
energetically his tire business will 
grow and his profits will be more 
than satisfactory. H. G. Beatty & 
Sons has put this system into prac- 
tice with the successful results we 
have already commented upon. 


In the illustration below 

we see a close-up of this 

department. All tires are 

racked within easy reach 

of the salesman or cus- 

tomer. All this makes for 
quick service 
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Big 
Accessory 
Sales in a 


Medium- 


Sized Town 


Harrison & Gould, 
Milford, Conn., 
Make Four Turnovers a 
Year Totalling About 
$28,000 in a Town of 
10,000 


through life with the impres- 

sion that managing a hard- 
ware store is an easy and profitable 
way to make a living. 

“There is always a demand,” we 
were told recently, “for the merchan- 
dise that is sold in the average hard- 
ware store. Hardware is easy to 
handle and display. It is clean and 
arrives at the hardware store all 
ready to be sold. All the retailer has 
to do is to pass an article across the 
counter and collect his profit.” 

Half truths are often more plaus- 
ible than whole truths, because they 
are shorter and more quickly com- 
prehended. 

There are many skeptics who are 
staunch believers in the fallacy of 
facts. They carry their faith in the 
fallacy of facts to the point of finding 
sinister delight in disbelieving, dis- 
puting and discounting genuine suc- 
cess. To people of this type an op- 
posing argument merely produces a 
species of slight insanity. 

If they were susceptible to reason 
and willing to believe the evidence 
presented by their own eyes we could 
recommend any number of hardware 
stores where they would get first- 
hand information about what it re- 
quires in the way of knowledge, ex- 
perience, common sense and down- 
right hard work to run a hardware 
store successfully. 

Harrison & Gould, Inc., Milford, 
Conn., for instance, could be men- 
tioned as an excellent example of suc- 


T tures are some people who go 
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cessful merchandising that is the re- 

sult of careful forethought and of 
deliberate and persistent work. 
Four Turnovers a Year 

In this story, however, we shall 

confine our attention simply to the 

way Harrison & Gould handle auto- 

mobile accessories. This firm carries 
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Selling auto accessories 
Parts and necessaries, - 
Hardware in general and paint, 
Rather calls for some skill, 
And a practical will, 
And the patience and nerve of a saint. 
Little else is required, 
Or even desired, 
So there’s really no ground for complaint, 
complaint, 
There is really no ground for complaint. 
—C. D. 





a complete stock of accessories, the 
approximate valuation of which is 
between $5,000 and $7,000. The turn- 
over on this stock is four times a 
year. Stated in another way, this 
means that Harrison & Gould sell 
between $20,000 and $28,000 worth 
of automobile accessories annually. 

To get a turnover of this kind in 
a town with a population of approxi- 
mately 10,000 requires keen mer- 
chandising and business enterprise 
of a constructive character. In ana- 
lyzing the causes that have led to the 
success of Harrison & Gould in han- 
dling auto accessories, five funda- 
mental reasons stand out above all 
others. 

As enumerated by Alfred E. Gould, 
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one of the partners of the firm, these 
five reasons are: Complete stock, at- 
tractive window displays, circular ad- 
vertising, gas pump outside the store 
and service. 


Complete Stock Carried 


First and most important is the 
necessity of carrying a complete as- 
sortment of stock, not only to supply 
the demand of the community in 
which the store is located, but to 
meet the requirements of a transient 
trade. Attractive window displays, 
which are frequently changed, serve 
the double purpose of stimulating 
buying interest in the community and 
of arousing the interest of people 
passing through the town. Harrison 
& Gould use circular advertising to 
introduce new lines to customers and 
prospective customers, and to re- 
familiarize them with seasonable 
goods and staples whenever the occa- 
sion warrants it. 

Having a gas pump outside the 
store, Mr. Gould believes, is one of 
the most effective means of attract- 
ing both regular and transient cus- 
tomers to the store that has ever 
been introduced into the field of re- 
tail merchandising. It is futile, how- 
ever, he says, to get people into the 
store unless they are treated in such 
a way that they will take away with 
them not only a favorable but a last- 
ing impression. 

As a practical illustration of the 
value of having a gas pump outside 
a hardware store, Mr. Gould cites an 
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instance that is pertinent. Milford 
is on the Long Island Sound and is 
visited every summer by a large num- 
ber of vacationists, many of whom 
have built bungalows. Some time 
ago a man from New Haven stopped 
at the Harrison & Gould store for 
gas and received such satisfactory 
treatment that he stopped there each 
time he passed through Milford. One 
summer he spent his vacation there 
and Mr. Gould got acquainted with 
him. The following spring he built 
a number of summer cottages near 
Milford and all of the builders’ hard- 
ware that went into those cottages 
was purchased from Harrison & 
Gould. 


Arrangement and Service 


Perhaps another reason for the 
success that Harrison & Gould have 
had with auto accessories lies in the 
fact that they have one section of 
their store devoted entirely to acces- 
sories. Comparatively few lines 
stocked by the average hardware 
store are capable of being arranged 
more attractively than this line, and, 
as may be observed in the accom- 
panying photograph, Harrison & 
Gould display their stock to the ut- 
most advantage, which indirectly, as 
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Mr. Gould has stated, comes under 
the head of service. 

Carefully arranged stock attrac- 
tively displayed is a convenience for 
customers. They are able to see im- 
mediately the article they intended to 
buy, and thus save their own time 
and that of the store salesman. 
Again, if a customer visits a store 
to get some article, the name of 
which may perhaps have slipped his 
mind temporarily, the chances are 
nine to one that he will see the article 
on display and thus avoid that pecu- 
liar form*of embarrassment many 
people feel when trying to get some- 
thing which they are not able to 
name. 

Among the policies of the firm is 
that of changing a casual customer 
or acquaintance into what may be 
termed a personal friend. Harrison 
& Gould act on the assumption that 
if a person visits their store once for 
some article of hardware he can be 
interested in other articles of hard- 
ware if he is properly approached. 
They study the possibilities of their 
customers’ requirements and antici- 
pate their needs. By this method 
Harrison & Gould are always inter- 
esting to the people of Milford and 
the surrounding countryside. 
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To handle the auto accessories de- 
artment so that it will be of the ut- 
most benefit to both the customer and 
the store it is necessary, Mr. Gould 
believes, for the salesmen to be 
thoroughly familiar with the mer- 
chandise they sell. To-day this is a 
comparatively simple matter. A few 
years ago it was somewhat difficult 
to get men who knew automobiles 
and the various accessories neces- 
sary for their maintenance and for 
their owner’s comfort. To-day with 
the average of one car for approxi- 
mately every ten persons in the coun- 
try, most young men, especially in 
the rural districts, are more or |ess 
familiar with automobiles and the 
parts and mechanism essential to 
them. 

When a salesman is familiar with 
his line, the chances of any at- 
tempted misrepresentation of the 
goods offered for sale are minimized, 
and the percentage of customer sat- 
isfaction proportionately increased. 
It is by these methods, and by the 
application of this forethought to 
merchandising that has made auto 
accessories one of the most profitable 
lines for this and numerous other 
hardware stores throughout the 
country. 





Comparatively small in space, this tire and accessory department of the Harrison & Gould store brings worth-while business by 


virtue of its well-balanced stock 
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Ten Years of Success 


with Auto Accessories 


Quality Merchandise, Frequent Demonstrations, 
Prompt Service, Displays and Advertising 
Bring Profits to New England Firm. 


E have had an automobile ac- 

\ \) cessories department for 

nearly ten years and we are 

doing a good business. We built this 

department up on quality merchan- 

dise which we believed in and could 

honestly back up, and also by giving 

our customers the best service we 
were capable of giving. 

Every few weeks we feature and 
demonstrate a certain line. We have 
just made a drive on hammered pis- 
ton rings. We had one of our front 
display windows filled with auto ac- 
cessories, and a card was placed in 
this window directing attention to 
the fact that in our auto accessories 
department we had an automatic 
hammering machine showing how 


By Everett A. LAWRENCE, 
Carlisle Hardware Co., Springfield, Mass. 


piston rings were hammered. This 
machine was in charge of a factory 
expert who demonstrated and ex- 
plained the merits of the rings. We 
also ran an ad in our local newspaper. 
Altogether it created a lot of atten- 
tion and we made a number of excep- 
tionally good sales. 

This demonstration interested a 
number of automobile owners whom 
we had never before been able to get 
acquainted with, and it was responsi- 
ble for getting a number of people 
into our store who ordinarily would 
not have visited it. 

We also had a demonstration re- 
cently on lubricants and grease in 
our display window which caused a 
lot of interest. We had gears and 


wheels in motion showing the action 
of the grease under various condi- 
ditions. 


Permanent Accesscries Display 


Our auto accessories department is 
located in about the center of the 
store. But in addition to this we 
always keep a permanent accessories 
display near the front of the store di- 
recting attention to the accessories 
department. 

We also job a number of acces- 
sories items and have an experienced 
man out calling on garages and serv- 
ice stations every week. He features 
one or two different items every 
week. We believe it is a good thing 
to have a salesman concentrate on 
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one article at a time so that he can 
go into details and demonstrate 
thoroughly. 


All of our headlights with the dif- 
ferent lenses and stop lights and 
horns are connected up at all times, 
so that any light can‘be lighted im- 
mediately or any horn blown in order 
to demonstrate to a customer just 
what it will do. The most convinc- 
ing sales argument is to let a cus- 
tomer see and hear with his or her 
own eyes and ears. 


We have found that showing and 
demonstrating an article is the only 
way to sell merchandise of any kind. 

We believe that it pays to show 
your customer new merchandise and 
any equipment that he is liable to 


Death Claims Prominent Hard- 
ware Men 
Charles H. Ireland’s Eloquent Tribute 


The following letter, announcing the 
deaths of three well-known figures in 
the hardware trade, was recently re- 
ceived from C. H. Ireland of the Odell 
Hardware Co., Greensboro, N. C.: 

“Richmond, Va., March 28, 1922. 
“HARDWARE AGE, New York, N. Y. 

“Gentlemen: Swift as a weaver’s 
shuttle ebbs out life’s tides, and soon 
the places that knew us to-day shall 
know us no more. 

“Sitting in my office last Monday, 
the 20th, a messenger dropped a tele- 
gram on my desk which read: 

“‘Mr, W. A. Parker, president of 
Beck & Gregg Hardware Co., Atlanta, 
Ga., died this morning at 5.30.’ 

“So sudden! So unexpected! Only a 
week before in a letter I received from 
him he had written so bravely and so 
optimistically of his plans and pur- 
poses. 

“Instantly there passed before my 
vision a review of these past twenty- 
five years, during which time he was 
one of the leaders of the hardware trade 
in the South. He had always been so 
cheerful, always helpful, ever ready to 
spend and be spent for the good of the 
trade. Although frail of body, he was 
strong in soul. I never knew him to 
turn his back upon a task or refuse an 
assignment, however hard or difficult, 
if it seemed to be his duty. 

“I could not allow the body of my 
friend of these thirty years to be buried 
without my being present. So to look 
upon his face and to speak a word of 
comfort to those whom he loved so ten- 
derly and devotedly, I went to his home. 

“Sitting in the hotel, I glanced over 
the paper and was shocked again to 
see the announcement of the death of 
Mr. R. W. Peeples, vice-president of 
King Hardware Co. 

“Standing in front of these two great 
hardware houses (among the most pro- 
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need. He may not buy to-day. But 
when he needs an article he will re- 
member where he saw it demon- 
strated. 

There are so many new auto ac- 
cessories coming out all the time, 
that it is an easy matter to keep your 
customers interested. 

Some Reasons for Success 

Briefly then, we have found that 
the best way to build up an auto ac- 
cessories department has been by 
concentrating on the following 
things ° 

1. Carrying standard lines that 
can be sold on a quality basis and 
which are dependable. 

2. Demonstrate everything pos- 
sible. 
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8. Give customers prompt service, 
and direct their attention to every- 
thing possible. 

4. Concentrated and frequently 
changed window displays. 

5. Advertise in newspapers, by 
means of circulars, and every other 
legitimate means possible. Mail out 
circulars to automobile owners. It is 
one of the best means if done per- 
sistently. 

6. Get the factories to co-operate 
with you and hold demonstrations 
frequently. 

In conclusion we believe that auto- 
mobile accessories constitute one of 
the most profitable lines the hard- 
ware dealer can handle if properly 
pushed and developed intelligently. 
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gressive and successful in the South), 
closed on the same day because from 
each had been taken a strong leader, 
and glancing across to the other corner 
and recalling that only a few months 
ago that highly esteemed and gallant 
old Confederate soldier, Mr. W. A. 
Crumley of the Crumley-Sharpe Hard- 
ware Co., had laid down his earthy toil 
and gone out to meet the Judge of all 
the earth, I said to myself, ‘Surely, the 
Lord has dealt heavily with this city in 
taking three of its strong leaders from 
its midst.’ There is no doubt but what 
the hardware trade of the whole South 
is made poorer by the going away of 
these men. 

“I crossed the thresholds of two of 
those homes where the companions and 
children of each watched beside their 
dead. My heart was heavy because I 
could speak words which were so in- 
adequate to say what I felt for them, 
for I, too, was a mourner. 

“T was reminded that to me had come 
a great loss—the loss of three good 
friends. I was brought back to the 
realization of this sad truth—that I 
hadn’t a friend to lose. Men of my 
time of life do not make friends. Ac- 
quaintanees, Yes, I know—but friends! 
Friends are a growth of years, and are 
those who have shared our experiences. 
Each of these three men was my friend. 

“One sleeps in the cemetery where 


the flowers have faded; the other was” 


borne to his boyhood home in the West; 
while the other was laid beneath the 
jonquils and lilies of the valley as the 
sun was sinking in the golden west 
and the preacher, in tender voice, pro- 
claimed: 

“Earth to earth, ashes to ashes, dust 
to dust, until the resurrection in the 
last day when those who sleep in the 
Christ will arise again unto the resur- 
rection of life eternal. Peace to their 
ashes; they wrought truly and well; 
their examples are worthy of emula- 
tion. May the God of all grace comfort 
those whom they have left behind.’ 

“Faithfully yours, 
“Cuas. H. IRELAND.” 


The Growing Importance of the 
Motor Car 


In all the record of human progress 
there has been nothing more remark- 
able than the extent and rapidity of the 
change wrought by the automobile in 
its development from a toy to one of 
the foremost factors in economic and 
social existence. Twenty-five years ago 
there were not more than 300 of these 
vehicles in use in the United States. 
To-day the number exceeds 10,000,- 
000. In 1912 there was one automo- 
bile for every 114 of the population; 
in 1916 the proportion was one to 
thirty, last year one to twelve, this 
year one to ten. In some states there 
is a car for every six or seven inhabi- 
tants, so that it would be possible for 
une entire population to go motoring 
at one time if the desire to do so should 
ever arise. 

So recently as ten years ago the mo- 
tor truck was still in the experimental 
stage; it was regarded as no more than 
an instrumentality of luxury and 
sport. This year it will make a record 
of more passenger miles than the rail- 
road. It is a freight feeder for the rail- 
roads, and carries a vast tonnage on 
its own routes besides. Transportation 
by motor truck has reached vast pro- 
portions. Already the system has re- 
lieved the railroads of the necessity of 
building costly spurs, and is taking 
over interurban traffic in tremendous 
volume. This will be to the ultimate 
advantage of the railroads by taking 
from them the burden of unprofitable 
short hauls and freeing their equip- 
ments for through traffic. 

It is true that almost fabulous sums 
have been invested in this means of 
transportation; but there has been a 
compensating benefit in the improve- 
ment of business methods and social 
conditions. And it is worth noting that 
the investment has been by voluntary 
action of individuals, not, as in the case 
of railroads, largely by governmental 
aid and the financial power of great 
organizations of capital—The North 
American, Philadelphia. 
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This Department Developed Automatically 


You Have Heard of the Hardware Merchant Who Worked 
Hard to Develop Sales But in This Instance Some- 
thing Entirely Different Happened 


older men and the romantic 

young men of New London, 
Conn., spent their leisure time in 
taking their sweethearts and families 
motor boating. 


1 ate years ago the active 


enthusiasts began to sell their motor 
boats and to purchase automobiles. 
The only course open for the firm 
of Eaton & Wilson was to replace 
the motor boat requisites with auto 


was scarce at this time and the firm 
reluctantly let its accessory depart- 

ment carry along. 
A survey of sales records and stock 
books for a twelve months’ period a 
year back showed 





This was the pop- 
ular summer pas- 
time of the people 
of the town and 
the surrounding 
rural district. 
Numerous boat 
clubs were organ- 
ized and regattas 
were held that 
created keen riv- 
alry between the 
various motor 
boat owners. Con- 
sequently there 
was a big retail 
market for marine 
hardware, engine 
parts, ignition re- 
placements and 
sundry articles. In 
competition with 
several exclusive 
ships’ chandlers 
and other hard- 
ware stores, the 
firm of Eaton & 
Wilson not only 
held its own, but 
from the engine 
andignition stand- 
point led them all. 
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the company that 
their average 
stock of auto ac- 
cessories, exclu- 
sive of tools, 
amounted to a lit- 
tle more than $3,- 
000. They found 
that this line had 
been turned over 
at least four times. 
The only sales 
efforts that had 
been made was an 
occasional acces- 
sory window dis- 
play put in by 
Joseph Mono. 
This put Mr. 
Mono to thinking 
that auto acces- 
sories were en- 
titled to more at- 
tention. To quote 
another member 
of the firm: “The 
sale of auto acces- 
sories seems to 
me to be an auto- 
matic process. We 
have given but 
little attention to 











At the motor 
boat department 
of this store one could buy spark 
plugs, brushes, fly wheels and even 
complete engines. You could also ob- 
tain nautical emblems to wear above 
the visor of your yachting cap. But 
things are a little different in that 
city to-day. New London grew to be 
a shipping center of considerable size 
and the harbor became filled with 
large vessels and fishing smacks. 
These larger vessels began to crowd 
out the smaller craft with the result 
that many of the former motor boat 


This Eaton & Wilson window shows to some degree the extensive line carried 


accessories and it accordingly did that 
very thing. 

The business of the firm developed 
very rapidly in the housefurnishing 
and paint departments, largely be- 
cause of the fact that the increased 
population brought about by the 
enormous, war-time, ship-building 
programs. During this period the 
firm did not give much attention to 
the auto accessory business. Owing 
to the fact that it was busy with 
housefurnishings and paint. Help 


this end of our 
business yet it has 
shown a steady increase for the past 
three years. Ever since we put in 
our gasoline pump we have hundreds 
of motorists stopping. They fill up on 
gas and then often ask for a pair of 
pliers, a jack or some other article.” 
The firm of Eaton & Wilson is 
strong for an auto accessory depart- 
ment, and believes that its experi- 
ences have proven conclusively that 
accessories will move. With added 
sales effort this firm should show 
interesting figures next year. 
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Free Booklets Draw Motorists’ Patronage 


tthe! effective method of advertising is used by 
the Warner Hardware Co. of Minneapolis. This 
firm furnishes free to customers calling at the ac- 
cessories department 
a booklet containing 
all the city ordi- 
nances, police regu- 
lations, etc., govern- 
ing automobile traf- 
My fic in the Twin 
Cities. The outside 
cover carries the 
firm’s monogram 
and advertises the 
fact that they carry 
auto supplies. The 
inside front cover 
and the back cover 
are used to advertise 
well known and generally used accessories. The firm 
also distributes the Rand & McNally road map of 
the State of Minnesota. This map contains the 
store advertising on the covers, and is sold at 15 
cents. 
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Prompt Filling of Orders Builds Business 
T always pays to have what the customer wants. 
H. P. Gump & Sons, Inc., Everett, Pa., gives the 
following excellent reason for accessories success. 
“By adding to our stock 
as needed, adhering to 
the best lines as closely 
__ as possible, we have 
created a reputation for 
‘having a very complete 
stock of accessories, 





” sory department a very 
important, profitable 
and rapidly increasing 
part of our business. 
The auto owner de- 
mands and requires prompt filling of his order. The 
store with a stock sufficient to give that service will 
find the accessory department a very profitable one.” 


>: 0 
A Complete Line Keeps Trade at Home 


If you live in a small town you can make the ac- 
cessories line a magnet to hold your customers’ trade 
at home. G. T. Merritt of the Sparkman Hardware 
Co., Sparkman, Ark., 
says: “We attribute 
the growth of our 
accessories business 
largely to handling a 
clean, comprehensive 
line of up-to-date ac- 
cessories and keep- 
ing our prices in line 
with those of larger 
cities, thereby driv- 
ing home a thought 
to our customers 
that they can buy 
from us the same 
priced accessories as they can elsewhere. 
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Ten Timely Accessor ur 


Well Known Hardware Storegpntt 
for Successfully Sellinghhis 


Feature One Line Each Week 


6 ‘WE have had an automobile accessories depart- 6 
ment for nearly ter years, and we are doing 
a good business, writes E. A. Lawrence, Carlisle Ce 


Hardware Co., 
S pring field, —. 


“ , 
Mass. “We built bMCASE | U-~ wy 
it up on quality AD NS ig rf 2F = 
merchandise Psa crm | Pe een 





which was de- Se ‘ a oft 
pendable, and *sS\\sae, | [be 
gave our cus- y \ He } 
tomers the best ' 
of service. 

“Every few 
weeks we fea- 
ture and demon- 
strate a certain 
line. 


“Our motor accessories department is located ri 
about half way down the center aisle of the store d 
and we always keep a permanent accessories dis- 
play near the front of the store calling attention to fe 
our accessories department. or 

“We have found that showing up and demonstrat- st 
ing an article is the only way to sell merchandise of 
any kind. I 

o 9 ' 


Gasoline Pump Makes New Customers 


LFRED E. GOULD, of Harrison & Gould, Inc., 

Milford, Conn., where auto accessories sales 
average $20,000 to $35,000 annually attributes a | 
large part of his 
success to the gas 
pump outside of tha hVU 
Harrison & Gould 
store. He says that }j| | 
a gasoline pump at- | | 
tracts customers to jij 
the store who ordi- 
narily would not! 
stop. Moreover, he 
adds it gives the 
store a chance to get 
acquainted with 
prospective custom- 
ers, in a way that 
allows them more of 
an opportunity to 
use their powers of 
observation and 
their ingenuity as salesmen. 

Mr. Gould holds that a gas pump, window displays, 
circular advertising and sincere service to customers 
will build up auto accessories into one of the most 
profitable departments any hardware store can have. 

More people will do their own repair work this 
year than usually, Mr. Gould believes, for reasons 
of economy. The dealer will profit in proportion to 
the service he renders. 
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Developing Trade with Garages 


66 A NUMBER of years ago we considered the pos- 

sibilities of auto accessories,” stated F. W. 
Cary, secretary of the Eaton-Chase Co., Norwich, 
Conn., recent- 
ly. “We first 
developed 
trade with the 
garages. We 
found they 
would buy 
goods from 
our regular 
hardware 
and _ electrical 
stock, such as 
cap screws, 
cotter pins, 
lock washers, 
rivets, drills, files, copper tubing, auto wire, lamps, 
dry cells, solder, battery switches, etc. 

“Also both dealers and car owners called on us 
for hose, brooms, wrenches, paints, waste and the 
other innumerable articles which we already had in 
stock and which we assembled for window display. 

“From time to time we have added other lines, 
such as pumps, brake lining spark plugs head lights 
and other accessories.” 
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Trimming the Accessories Window 


H ANS H. BAUCK, Hamilton Hardware Corpora- 
tion, Waterbury, Conn., says: “If you have auto- 
mobile accessories to sell you must play to the ac- 
: cessories buyer. 
le tee Don’t mix anything 
else in with your ac- 
cessories window but 
automobile stock. 
“Women buy acces- 
sories as well as men 
and though an auto- 
m 0 bile accessories 
window is usually a 
man’s window it 
must be so displayed 
that it will en- 
courage both male 
and female buyers. 
If the articles you 
rt ao display are of a 
¥ ‘sameness,’ break 
them up with something so as to get contrast, which 
will make individual articles stand out. 
“Automobile accessories should not fill a window 
so that an active busybody wouldn’t have time to 
stand there studying it to see what it contains. A 
window display should not give a person too much 
to remember.” 
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Six Reasons for Ten Turnovers 


¢ A. Templeton, Inc., Waterbury, Conn., turns over 
¢ a $6,000 to $8,000 stock of auto accessories ten 
times a year. Charles M. Thomson, who is in charge 
of Templeton’s ac- 
cessories department, 
says there are six 
reasons for ten turn- 
overs: 

(1) Complete 
stock; (2) concentra- 
tion of selling effort 
on fast selling lines; 
(3) salesmen who 
know accessories 
and the best way of 
using the articles 
they sell, and who let 
customers know it; 
(4) personal ac- 
quaintance with a 
large number of garage people and car owners; (5) 
window displays; (6) newspaper advertising, cir- 
cular letters, and personal visits. 


Oo O 
Vulcanizing Club as a Trade Magnet 


The Duwell Co., Cincinnati, Ohio, uses this system 
in selling tires: First they secured the names of all 
car Owners in the community served by the store. 
Next they sent out 
circulars to those 
owners, inviting 
them to join a vul- 
canizing club. For a 
small advance pay- 
ment the company 
agreed to repair the 
tubes from club 
members’ cars. Over 
3800 motorists en- 
rolled in the club. 
What this meant in 
the way of increased tire, 
sales, can readily be imagined. 


J, 





accessories 


tube and 


Special Service to Every Customer 


Service wins every time. This is what B. H. 
Matthews, Matthews Hardware Co., Camden, Ala., 
has to say along that line: “We endeavor to render 
a specific service to 
every customer or 
prospect that comes 
into our store. We 
maintain a free air 
station, and am fully 
convinced that it pays 
to pump up tires fo) 
women drivers. The 
oil, gas and accessor} 
line is mostly cash 
and has been the ver} 
life of our business 
We have adopted :;j} 
quota of tires to sel 
during the spring sea § 
gon, and every man ip 
the store has been as- 
signed his part to sell. There is a good bit of friend- 
ly rivalry to see who sells his quota first. 
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Building Storage Battery Business 


Here’s a Line That 
Is Necessary to 
the Motorist and 

Profitable to 
the Dealer — 

Suggestions from 
Barker, Rose & 
Clinton, Elmira, 

Du 


3y CHARLES J. HEALE 


XCLUSIVE of the _ State’s 
KE guests Elmira, N. Y., has 


a population that numbers 
more than 45,000 people. The big 
State prison is one of the sights of 
the town, but progressive hardware 
dealers who would visit the city of 
their own volition would be much 
more interested in the store oper- 
ated by Barker, Rose & Clinton. 

This firm sells hardware, mill sup- 
plies and auto accessories. Not only 
does it handle the familiar line of ac- 
including spark plugs, 
tires, horns, patches, and tools, but 
it does an exceptionally large busi- 
ness on the sale of auto storage bat- 
teries. S. E. Rose the first vice- 
president of the company is enthu- 
siastic about the subject and has set 
down a few important principles for 
the guidance of other dealers who 
realize the profits in the line. 

Mr. Rose considered the storage 
battery an integral part of the auto 
accessory business and says that as 
a line it is a very valuable adjunct 


‘to the motor supplies department. 


Big Turnover in Batteries 


From the standpoint of turnover 
one must remember that no other 
part of the car is so subject to re- 
placement from wear and tear and 
abuse—tires possibly excepted. From 
the standpoint @ volume there is no 
other single part for the modern 
car that represents such a large in- 
dividual outlay. A _ single battery 
sale will often exceed the entire cash 
sales of an individual salesman for 
one day. Every car must have a 





battery, unless it’s a_ prehistoric 
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gases 
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model. If it is sell the owner a com- 
plete self starter outfit and then he 
will need a battery also. 

’ The repeat trade possibilities that 
follow the sale of a storage battery 
are tremendous. The purchaser will 
expect real service. He will expect 
his car to start at the touch of the 
button. He will expect his ignition 
to work perfectly and his lights 
must also function adequately. In 
addition he will require the battery 
to store up current when the car ex- 
ceeds a certain speed, usually about 
twelve miles per hour. 


Proper Care Needed 


All of these duties can be ac- 
complished if the driver will give 
proper care to his battery. He must 
keep the liquid at the proper height 
and a sufficient strength. The liquid 
is tested by a simple hydrometer 
syringe which registers the specific 
gravity. Only distilled water can be 
put in the battery. A dealer as a 
service feature could well afford_to 
furnish distilled water gratis, though 
he may also sell it in gallon bottles 
with a good profit. The hydrometer 
will bring a good sales return and 
every car owner must have one for 
testing and for filling the cells with 
distilled water. Many motorists test 
their batteries’ voltage as well as the 
strength of the liquid. This opens 
the channel for the sale of volt me- 
ters. Electric connectors, and ter- 
minals must also be included in the 
repeat list. 

Mr. Rose cautions that the sale of 
batteries can not lightly be entered 
into until certain simple facilities 


are provided. To begin with he 
recommends that an honest, intelli- 
gent battery man be employed to 
have charge of the battery depart- 
ment. “Honest,” says Mr. Rose, “‘be- 
cause the practice of doping the bat- 
tery with acid when a protracted 
charge is needed, is too common. In- 
telligent because incorrect diagnosis 
brings needless expense and poor 
service to the customer.” 


The Necessary Equipment 


These details are unquestionably 
important but are easy to comply 
with. The estimated initial invest- 
ment needed to conduct this phase 
of the accessory business need not 
exceed $250 and in many cases will 
not reach that amount. The outfit 
suggested by Mr. Rose is a rectifier 
where alternating current is used or 
a motor generator where direct cur- 
rent is employed. There should also 
be a separator tank, cadium tester, 
cell tester, lead burning outfit, a set 
of battery tools costing about $10, 
and a terminal outfit. 

An expert battery man can be 
hired for a reasonable salary or one 
of your accessory men could take a 
battery course at a local Y. M. C. A. 
or battery school. There are many 
such courses being given both at 
night and in the daytime. 

Battery service should be a big 
thing for the hardware dealer. It 
will bring people constantly to his 
store for simple services that may be 
charged for at a profit. They will 
want other things in the line, and 
will have an opportunity to see the 
stock of accessories carried. 
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The seléction of a good storage 
battery is of vital importance. The 
average motorist will want a two- 
year guarantee. He has been edu- 
cated to expect it. This is entirely 
possible with a good brand of bat- 
tery made by a reputable firm, that 
shows evidences of careful manufac- 
turing and have fair prospects of 
continuing in business. Extravagant 
guarantees from factory salesmen 
are just causes for suspicion and 
will stand investigation. 


Quick Delivery Essential 


It is also advisable, says Mr. Rose, 
to deal with a distributor who can 
give quick delivery and whose serv- 
ice facilities are ample. The battery 
must have “real stuff” in it. It must 
be made of the best materials ob- 
tainable, and must not be a cheap 
assembly of cheap parts. When 
picking a battery pick one that is 
sound and be sure that it offers you 
as a dealer the proper percentage 
of profit. 

To conduct a battery department 
successfully it is also necessary to 
conduct aggressive sales campaigns. 
You must advertise—connecting the 
battery and it’s merits with your 
store and it’s service. You will have 
to put behind the battery all the push 
that your sales force can muster and 
you will have your prestige as a 
merchant behind the line. Barker, 
Rose & Clinton feel that nothing 
can equal personal solicitation for 
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selling storage batteries but the 
firm has also found the State De- 
partment auto license lists very use- 
ful. Such a mailing list of prospects 
is maintained and letters and de- 
scriptive literature are sent out 
regularly. 


Service Station Maintained 


This store maintains a complete 
service station that is busy all the 
time. An experienced battery man 
has charge and is always ready to 
tell a customer the truth about his 
battery. There is no limit to the 
service work done at this store and 
it all brings in profits and people. 


Opportunities for Publicity 


For the dealer who takes up the 
handling of storage batteries nu- 
merous opportunities are offered in 
the way of publicity stunts. With 
each sale a card could be given to 
the customer which would entitle 
him to monthly inspection at your 
service station. The card could be 


printed up for two years and 
punched at each inspection. Record 
of the date should be kept. If the 


man did not come in within thirty 
days a postal suggesting that he 
drive up could be sent. This would 
be a real service and it would also 
make the battery function better for 
a longer time. If the battery had 
gone wrong it would give you first 
change to bid for the repair or re- 
placement contract. 
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At each inspection distilled water 
should be put in. No charge would 
be necessary for that, but should acid 
or a couple of hours on the rectifier 
be required a charge should be 
made. 

On your record of inspections the 
mileage between periods would be 
interesting information and might 
give you the data for some unusual 
advertising copy. This would also 
help the battery man determine any 
possible cause for poor registration. 


Issue Service Cards 


In the beginning it would be well 
to issue service cards good for one 
year to all car owners in your town. 
This would introduce your battery 
service in a very efficient manner. 
The battery of the car is the foun- 
dation of the ignition system and is 
an intricate mystery to most driv- 
ers. Battery service from a reliable 
firm that is known to be fair should 
prove popular in any town where 
autos are used for pleasure or busi- 
ness. This includes your own town. 

Barker, Rose & Clinton also 
maintain a service shop for the re- 
pair and rebuilding of auto radia- 
tors. At a later date HARDWARE AGE 
plans to present some of the im- 
portant points incidental to the 
operation of this interesting and 
profitable department. The proper 
care of the radiator of a motor car 
is as important as a strong battery. 





This illustration gives one some idea of the extent of the line of batteries carried by Barker, Rose & Clinton. The stock is large, 
but is so well arranged that a customer can be supplied without delay 
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The Use of the Thick and Thin Alphabet 


- 





HERE are several reasons why 


mat board is superior to any 

other cardboard stock for the 
making of auto accessory signs. 
Chief among them is the fact that 
it is thick and adaptable to the pur- 
pose, and another is because of the 
many beautiful shades, both light 
and dark, in which it may be ob- 
tained. Mat board will also stand a 
lot of handling and rough~- usage 
without becoming cracked or soiled, 


These Letters Are 
Both Attractive 


in Appearance 


and Easy to Make 
—Mat Board as 


a Surface for 
Effective 


Show-Cards 


By JOSEPH BERTRAM JOWITT 


and it also comes in much larger sizes 
than does the ordinary cardboard. 

Take a sheet 30 x 40 in. in size and 
from it cut a 28 in. circle, this will 
be large enough to fit inside the 
largest sized auto tire. A wad of old 
newspapers is usually placed inside 
of the tire casing at the bottom for 
this appropriately lettered show-card 
to rest on. 

The show-cards illustrated here- 
with are made of “ripple finish’ mat 
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board which is adaptable to the pur- 
pose. The surface on the card 
featuring “Auto Accessories” is a 
light tan the lettering is in black 
with a fine outline of white around 
the letters and with the shading in 
dark brown. The card featuring 
“Dutch Chemical Specialities” is of a 
dark, green-brown, ripple effect, the 
lettering in this instance is black 
with a white and dark green line 
under the lettering. 
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The aécompanying alphabet is 
known as the “Thick-and-Thin” on 
.ccount of the strokes composing 
each letter being of thick and thin 
proportions. The most practical way 
for the beginner to learn this alpha- 
bet is to first outline each letter and 
then fill in the center with a solid 
color. Use a small-sized, red sable, 
show-card brush, No. 4 or No. 6, for 
the outlining process and a No. 12 
or larger sized brush for filling in. 
The beginner should first make a 
rough outline sketch of the letter in 
lead pencil and then retrace over it 
with a small brush. 

If the beginner will study the 
arrow instructions carefully as they 
are given on the alphabet plate he 
will observe the correct course to pur- 
sue in outlining each letter. The 
break or open spaces in the outline 


This card serves to illustrate the results 
attained by using matboard as a surface 


indicate just where the brush was ap- 
plied to make the outline. stroke, 
where it was removed and where it 
was again applied. “Follow the ar- 
rows.” 

For simplicity this type has a de- 
cided advantage over all other alpha- 
bets because it is not noticeable 
whether a uniform thickness prevails 
in each stroke as is the case with 
the Egyptian or full Roman alpha- 
bets. The rule generally observed is 
for the thin strokes to be the thick- 
ness of one brush stroke, and the 
thicker strokes the thickness of two 
brush strokes. In the filling-in pro- 
cess the beginner will soon become 
experienced so that he will be able to 
form each letter with single strokes 
instead of outlining and filling-in. 

All capital letters are technically 
termed “upper case,” and the smaller 
or common reading type letters are 
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This card is light tan with black letters, 
white outlines and dark brown shading 
called “lower. case.” Where any 
amount of lettering is to be written 
on a show-card it is best to use the 
lower-case type. These letters are 
made much more rapidly than the 
capital letters on account of the 
fewer strokes required to construct 

them. 

In laying out or ruling show-cards 
the beginner should draw four hori- 
zontal guide lines in each line of let- 
tering an equal distance apart. The 
capital letters should touch the ex- 
treme top and bottom guide lines 
while the lower case letters, a, ¢, @, 
m,n, 0,7, 8, u, v and w, must be kept 
well within the two center guide 
lines. The lower-case letters, b, d, f, 
g, h, i, j, k, l, and t should extend 
to the extreme top guide or case line 
or on a level with the capital letters. 
While the lower part of the lower 
case letters, f, 9, Jj, Dp, x, y, Zz, should 
extend below to the level of capital 
letters. 























A green-brown card, black lettered with underline of dark green and white, is 


particularly effective in this instance 





Cases from Several 


States Suggest Sale 


nde Lage 


This proves that jobbers are also 
interested in this line. The 
George Worthington Co., Cleve- 
land, Ohio, features its tires and 
accessories in the showcase and 
shows a number of much needed 
auto tools in the background 
against the wall 

















George Howard, Inc., Mount Vernon, N. Y., 
maintains a well-stocked department for 
the benefit of the motorist and from all 
accounts has made it a decided success 


Here’s a showcase in the 

store of Fowler & llars 

Co., White Plains, _£ 

Customers to this depart- 

ment are repeat cus- 
tomers 
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Looks a bit like a jewelry showcase, although it onan is 

used to display auto goods in the Freeport Hardware Co. 

Freeport, Ill. At the left we have a display from the 
‘Shipley Hardware Co., La Fayette, Ind. 





HE SE interior 
displays from 
yarious sections of 


the country show 
what may be done 
in the matter of ac- 
cessory arrangement. 


Symmetrical arrangement 
contributes to the effec- 
tiveness of this display of 
the F. Hersh Hardware 
“o.. Allentown. Pa 


"Headlights, tail- 

Tlights and auto 

mh ks are the cen- 

items in this 
pwease of Hei 

©o., Lancaster, Pa. 

attention - com- 

ling display, 

Yt you think? 


‘ 
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L. S. Winne & 
Co., Kingston, 
N. Y., also shows 


And here’s another Pennsyl- off 7, aoa , 
vania display of accessories sentiats | | tage 
—this time of the C. H. Miller cided advantag 
Co. of Huntingdon. Tires are ‘ 
racked at the end of the 
showcase and these rownd 
out an extremely wide range 

of motor goods 


Directly below we see _ the 

manner in which merchan- 

dise of this type is displayed 

by Chandler &4 Barber Co., 
Boston 





Last of all 
we come to 
the Warner 
Hardware Co., Minneap- 
olis, Minn. Here we find 
the accessories Fs ge dis- 
played in a floor case, 
while tools are ranged 
upon the wall 
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Study Your Tire and Accessory 


Windows Featuring 
Motor Merchandise 
Should Both Catch 


and Hold the 
Onlooker’s Eye 


AUT 
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7 OV know your window, your 
¥ neighbor knows your window, 
and your friends and custom- 
ers know it. But that is not enough. 
You will get their trade anyway. It 
is the trade that you don’t get that 
your windows are for, and if you 
don’t display accessories so that 
they will be remembered your 
efforts are not efficiently productive. 
Automobile accessories should 


not fill any window to such an ex-- 


tent that a close observer would 
have to study every item in order to 
get an idea as to what the window 
contains. We will term that type of 
window a “crowded impression win- 
dow.” It is one that shows too 
much to be remembered. Perhaps 
you have noticed that and arrange 
your displays lightly, having them 
well spaced and using articles spar- 
ingly. This type of window is usu- 
ally more productive than the 
crowded impression style. But it 
can fail also. The trouble with 
many windows of this type is that 
everything can be seen at a glance. 
The eye is caught but seldom held. 
Unless it contains just the article 
that the window gazer wants, he 
usually passes by carrying away 
with him merely a superficial im- 
pression. We will call this type the 
“superficial impression window.” 

There are many men who say that 
they can sell auto accessories, but 
that they can’t trim an accessories 
window. Don’t be among that class. 
Nearly everybody can trim a good 
accessories window, and do it with- 
out being a copyist. 


Originality and Borrowed Ideas 


Nearly all of the best windows 
that are designed contain ideas sug- 
gested by other window displays, 
but their own originality is coupled 
with the borrowed ideas. Moreover, 











By Hans H. Bauck 


Hamilton Hardware Corporation, 
Waterbury, Conn, 


everybody has originality of a kind. 

When you buy a suit of clothes 
you don’t take the first suit offered 
do you? You have a choice. You 
have it with all your clothes. You 
have it with automobiles, with tires, 
with a house, with music. Without 
deliberation you form your likes and 
cislikes. You say, “That is a ‘peach’ 
of a car’; “that is a dandy tire”; 
“T like that house”; ‘{I don’t care for 
that kind of music”; “that is a 
pretty picture.” You do the same 
thing in selecting materials for a 
window display. You use choice and 
originality. 

You have an idea ‘about how you 
like to see goods displayed, just as 
you have ideas about selling some 
special new kind of accessory. Don’t 
be afraid to try out your own ideas: 
They may be good or they may not 
be. It’s a sure bet, however, that 
all of your ideas can’t be bad. 


Consider Your Public 

Take into consideration the people 
you are displaying for and the ap- 
propriateness of your display. If 
you are going to display articles 
that women buy, such as glassware, 
aluminum ware, baskets, ornamen- 
tal fixtures, and so forth, arrange 
them to attract women. Play to the 
buyers of those articles. 

Merchandise is not bought by 
women through the inducement of a 


Balance, Neatness 
and Effectiveness 
Are Required in 
Order to Produce 
the Best Results 


Pe 
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window wherein goods are displayed 
on crude, heavy pedestals or rough 
boards, that you would use to dis: 
play a man’s plow, his spray pump 
or hiking outfit. Women may not 
say so, but a crude appearance 
checks their interest in other items, 
no matter how economical or attrac- 
tive they may be. 

Smeary cans of grease or soap, 
tires that have been displayed a 
long time, jacks that look knocked 
around, linen dusters that don’t look 
clean and fresh are unattractive and 
often disgusting to men as well as 
women. 

You who have automobile acces- 
sories to sell must play to the acces- 
sory buyer. Don’t mix anything 
else in with your accessory window 
but automobile stock. 

Women buy accessories as well as 
men, and though an automobile ac- 
cessory window is commonly a 
man’s window, it should be so dis- 
played that it attracts and encour- 
ages women as well as men buyers. 

If the articles are of a “same- 
ness,” break them up with some- 
thing. Get contrast into your dis- 
plays so that they will stand out. . 
Space things evenly in the window. 
When you look at it and there ap- 
pears to be a space that looks empty 
put something in there that is ap- 
propriate. Don’t, however, put a 
large, bulky article into a small 
space, when an inner tube stretched 
out or a tow rope hanging down will 
offer sufficient suggestion to the 
prospective buyer. 


Filling the Air 
Don’t put all of your stock in the 
lower half of the window. Fill the 
air. To fill the air does not mean 
to suspend a heavy radiator on 
wires. It can be done and done in 
such a way that it would not fall. 
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Y ote Hamilton Hard- 
ware Corporation, 
Waterbury, Conn., be- 
lieves that balance 
and symmetry are es- 
sential to the art of 
display. This window 
is a practical example 
of what can be done 
with a few cans of oil, 
three show-cards and 
some bunting coupled 
with the ability of 
such a display artist 
as Hans H. Bauck. It 
not only catches the 
eye, but it suggests the 
advisability of making 
a purchase. That’s all 
that awindow should do 
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But such an arrangement is awk- 
ward and immediately suggests to 
the person looking at it, “If that 
ever fell,” or “How’d they ever get 
, that up there?” Of course, a dis- 
play of this kind would attract at- 
tention, but it is not the kind that 
sells goods. 

It is also a bad thing to spoil the 
effect of an otherwise good window 
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by leaving part of it blank just be- 
cause it is hard to fill or because 
you haven’t got a pédestal or stand 
that fits. Build one. Make a tem- 
porary stand or at least hang a show 
card there. Fill the air by starting 
the base of the display higher, but 
avoid building too high. 

A well balanced display does not 
require a person to move his head. 


or ORR Pee en = er as onset 


By merely casting the eye a person 
should be able to see all that a win- 
dow contains.- 

The fear of doing a little extra 
work, because a desired stool, stand 
or box was not handy has spoiled 
many a window which would other- 
wise have been models of good de- 
signing. 

(Continued on page 114) 





ND here’s another 

arranged display of the 
same firm. Cans of radiator 
compound, attention-arresting 
show-cards of unusual shapes 
and a decorative background 
of contrasting colors serve 
to get the attention of the 
passerby. When a display 
succeeds in stopping the man 
on the street the battle is 
half won, for it has succeeded 
in starting a train of thought 
that frequently leads to sales 


well- 
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Home Economy Aids Replacement Sales 





“6 Fai the often penny. that’s 
bigger than the occasional 
“- dollar.” 

Your’ hardware business is built 
up on equipment and replacements. 
Go back to your tools, your build- 
ers’ hardware, your farm and gar- 
den supplies, your paints or any line 
you carry—they are all equipment 
or replacements. The customer is 
yours from the fact that he is look- 
ing for equipment or replacement 
that will stand the service of wear 
or use. Oftentimes it is the re- 
placement of inferior items or ex- 
perience that has shown him the 
worth of hardware quality. 

Your customers are to a great ex- 
tent car owners and every car owner 
is a prospect for something. They 
are your customers from the fact 
they are users of dependable mer- 
chandise. How easy to educate them 
to buy their car equipment and sup- 
plies from you. 

Your hardware store draws cus- 
tomers from many lines of endeavor. 
To many, cars are necessary in their 
business, and as many people are of 
a mechanical turn, they know their 
cars and do the work themselves. 


Cars Repaired at Home 


To-day a car is a common thing, 
more and more owners are doing 


Home Repairs Will Increase This Season 
and Will Boom Sales of Re- 


placement Materials 


their own work. Conditions this year 
mean that for economy’s sake, more 
are going to grind their valves, line 
their brakes, replace loose bolts and 
correct other minor faults without 
putting the car into a garage. 

If you are not already organized 
to take this business, this year is a 
good time to start. If you are al- 
ready selling supplies, this is the 
year to give it some thought and use 
conditions for a boost/in your sales. 

It is very doubtful if there is a 
car in the United States to-day that 
could not be improved by the addi- 
tion of at least one article of equip- 
ment. 


Replacement Parts Needed 


The great majority of them are in 
need of more than one replacement 
or addition. Times have been bad. 
But better or worse, spring will find 
many more cars on the road. It is 
one thing to run a car that acts bad 
or isn’t just right when winter is 
coming on, but it’s a different mat- 
ter to start out in the spring with it 
still in that condition. The incen- 
tive to have it right is great. This 
is assurance that many needed re- 
placements will be made. 

A dollar to-day has large propor- 
tions, it is easier to hold on to. 
Nevertheless it is relinquished for 







By RopBins N. GriswoLp 





Manager Auto Accessories 
Department, American 
Hardware Stores, Inc., 
Bridgeport, Conn 


essentials and this applies to the car 
owner. A dollar’s worth of gas to- 
day will carry him farther. Many 
dollars will go into gas and as the 
cars get running, equipment and re- 
placements, long needed, will be 
bought. 

Just as the dollar is bigger to-day, 
so will the “often penny” earned on 
replacements -be bigger than the 
“occasional dollar’ made on acces- 
sories. Its the “often penny” on re- 
placements you can get, and the oc- 
casional dollar on accessories you 
can forget. Accessories cover a mul- 
titude of sins. Many frills and riff- 
raff have been included under this 
heading. 

There are dozens and dozens of 
items in any hardware store that in 
a supply store are automotive equip- 
ment. Consider them, organize them 
and add to them, but when adding 
consider equipment and_ replace- 
ments. With a little thought and a 
small investment there is much you 
can specialize on. You can soon edu- 
cate your customer that you can give 
complete service on many replace- 
ments, plus dependable dealing. 

The Need of Brake Lining 

Brake lining is one of the largest 
replacement items. Brake lining 
needs rivets and rivets are a hard- 
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ware item.- So are the tools needed 
for <pplying brakelining. Have them 
and you can give service to any cus- 
tomer. 

Fan belts wear out. With a clip- 
per machine and a book of sizes, you 
can replace 70 per cent of all fan 
belts. Your belting cut to size and 
joined makes a belt that will give 
service. 

Lock washers, cotter pins, stove 
bolts, carriage and machine bolts are 
all hardware items. They are used 
every day in automobile work. Any- 
one’s tool list should include an as- 
sortment of cotter pins and lock 
washers. A call for a particular size 
usually leads to a sale of an assort- 
ment. 

Valve Grinding Tools 


Valve grinding tools should not be 
foreign to your hardware store. 
They are being used more and more 
by the car owner himself. Serve 
him on his valve grinding work and 
you will find a business that brings 
many “often pennies.” A small out- 
lay gives you cylinder head gaskets 
for numerous cars. Displayed they 
are a suggestion that, “that valve 
grinding job long delayed should be 
tackled.” “‘Once you get a customer 
started planning the job, you’ve 
opened the way to sell the tools, the 
compound, the gasket and shellac to 
complete the work. 


Lubricants Essential 


Dependability means much to the 
car owner, Advertising has taught 


him that oil for lubricating is not 
He has a preference for a 


just oil. 
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known brand. When he asks for it 
at many places, he’s never sure that. 
he gets it. Oil in the original cans 
is expensive, yet many pay the price 
just to be sure it’s the original 
goods. 

A good prominent display of oil 
makes many sales. If you are for- 
tunate in being able to handle it in 
bulk you can develop> a wonderful 
business at a legitimate profit that is 
justly yours. Customers will come 
in with their one and five gallon cans 
and go away happy that they have an 
oil that they can depend on. 

There is item after item you can 
handle and sell to the car owner, the 
way he wants to buy. Hose, pack- 
ing, running board moulding, copper 
tubing and wire are a few of the 
items that the big automobile store 
is a little haughty about selling, and 
on which the smaller store wants to 
make too much profit. Your cus- 
tomer likes to buy these just as he 
buys a half dozen screws. He likes 
to be treated with courtesy even 
though the sale to you is a bother- 
some one. 

Major Lines Thrive 

The major lines of equipment, 
jacks, pumps, spark plugs, chains, 
ete., thrive and develop under the 
true hardware policy. Lines of 
known worth sold by a dependable 
house make satisfied customers 
which in any line means a healthy 
growth. 

Push your accessory replacement 
business this year. It is worth more 
to you than ever. 
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When considering a stock of re- 
placement parts for your auto acces- 
sory department it will be well to 
remember that the ignition and 
lighting systems of the average car 
require the maximum of new parts. 
In the less expensive car class the 
ignition system invariably requires 
new points for distributor, a new 
rotor or new brushes. For cars like 
the Ford there is a steady demand 
for timers, and rollers for timers. 

For the lighting system on any 
car there is a market for at least six 
bulbs of varying candle power. A 
good way to handle this end of the 
auto trade is to have a chart showing 
the bulb requirements for the vari- 
ous standard cars. Also have on file 
complete data on the legal restric- 
tions on auto lights.. You can then 
perform a service to your customers 
which will give them driving protec- 
tion and keep them out of the Jaw’s 
clutches. 





Recent Incorporations 
The Wilt Trunk Co., 1142 Moore 


St., Chicago, recently incorporated 
with $25,000 capital stock, will manu- 
facture trunks and traveling equip- 
ment. The company has a plant at 
the address given, and for the present 
has sufficient equipment for its opera- 
tion. 


The Schayden Manufacturing Co. 
has been incorporated in Kansas with 
$50,000 capital stock and plans to have 
plants at Topeka and Kansas City to 
manufacture the “Eagle” thermo fire 
and refrigerator control. 


Neatness character- 
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headlights, tail- 
lights and mirrors 
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Speeding Up Sales of Repair Equipment 


The William K. Toole Co., Pawtucket, R. I., Did 
This with a Window Devoted Exclusively to 
Articles Used in Putting the Car in Condition 


ICENSES to the number of 
L 10,505,660 were issued to own- 

ers of trucks and passenger 
cars in the year 1921. This was a 
gain over the previous year of 
1,573,202. Out of that number of 
vehicles 2,000,000 will probably be 
worthless in another year, 4,000,000 
will be totally overhauled in garages 
and 3,000,000 more will be getting 
attention from owners and chauf- 
feurs. 

The season for touring is not far 
off. The weather man promises more 
climatic conditions and the roads in 
most sections of the country are pas- 
sable. From now on the suburban- 
ites will hurry home to put in an eve- 
ning overhauling motor cars so that 
when the fine days come along the 
“old boat” will be in the pink of 


mechanical condition. Valves will be 
ground, cylinders cleaned, carbon re- 
moved, plugs cleaned and replaced. 
Crank cases will be drained and 
cleaned and new oil will be put in. 
Tires will be inspected and put in 
shape. Bolts, nuts, screws and ad- 
justments will be properly tightened 
in order to eliminate squeaks and ex- 
cessive wear. Some energetic souls 
will pull the entire works out of their 
cars and fix every single part. These 
men will have the best running cars 
and will have but little trouble during 
the touring season, but that is an- 
other story. 


Featuring Repair Equipment 


Realizing that the time was ripe 
for an appeal the William K. Toole 
Co. fixed its windows so as to remind 


the residents of Pawtucket, R. I., of 
the fact that their cars might need a 
few repairs. In the center of the 
window was installed a substantial 
pipe frame support on which were 
displayed hoists of various style and 
capacity. The model shown in the 
center of the accompanying illustra- 
tion is a heavy type and was used to 
support a real auto engine which was 
borrowed from a local garage. The 
engine, hung in a rope sling, quickly 
becomes the central point of attrac- 
tion and immediately reminds one of 
the fact that it is time to get busy 
with tools and replacement parts for 
the family car or the business truck. 

Although the hoists occupy the 
center of the stage no one would 
overlook the refuse cans or oil tank 

(Continued on page 130) 
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Three Assortments Prepared for the Hardware 


Merchant Who Contemplates Taking on This Line 


HESE three assortments were 

prepared primarily for the 

hardware dealer who has not 
as yet stocked automobile accesso- 
ries. We believe, however, that these 
assortments will also prove valuable 
as buying guides, to dealers who are 
at present handling accessories suc- 
cessfully. We believe that dealers 
should buy accessories this year in 
small quantities so as to get fre- 
quent and profitable turnovers. It 
should be borne in mind that a deal- 
er’s location will often be the de- 
termining factor in selecting the 
lines to be handled and the quantity 


of stock to be carried. 


These assortments have been com- 
piled with the idea of meeting most 
of the demands of the motorists, 
and we have also taken into consid- 
eration the fact that the hardware 
dealer stocks many of the average 
items that go to make up the acces- 


sory line.—Jobber’s Statement. 


Assortment No. 1 


Quantity 

1 oe 3% gray inner 
20 x 8% fabric tire. . 
3 blowout patch..... 
3% blowout patch... 


4% blowout patch... 
5 blowout patch..... 
_ a rolls to Ib. tire 
1 1b. “16 rolls to lb. tire 
a Os Aa 
2 Cans small size tube 
patching material , 
1 Can medium size tube 
patching material 
2 Cans 4 x &% tube 
patching cement only 
1 Pr. 30 x 8% Non-Skid 
a e ' "eer 
2 Only 3% cross chains 
1 Only tire lock and 
CE tats dine tt.ebees 
1 Ford side tire carrier 
2 % x 24 tire straps... 
2 1x 86 tire straps.... 
1 Single barrel pump 
(Competitive) ...... 
1 Single barrel pump 
(High Grade) ...... 
3 Pump connections ... 
12 -Ft. pump hose. 
6 Adjustable hose clamps 


me ORS eee ee 


6 Pump rubbers ...... 
15 Valve insides ....... 
1 Tire pressure gage.. 
S Varese GiOe seve eas cs 
1 65-minute vulcanizers. 
1 Doz. extra patches for 
vuleanizers ......... 
4% Doz. 2-oz. rim and 
gasket shellac ...... 
2 Cans Ford size radia- 
tor repair liquid..... 
1 Can large size radiator 
repair liquid ........ 


2 Cans tire talc........ 


Total 
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Compiled by an Eastern Jobber 


Quantity 


Cans 4-0oz. Duplex 
valve grinding com- 
MOE 8 acc cedeat's hee 
Bottles %-pt. body 
ee, a eee 
Bottle pt. body polish 
Small combination 
grease and oil gun... 
l-pt. tin combination 
measure and funnel.. 
Qt. tin combination 
measure and funnel. . 
4-qt. tin combination 
measure and funnel. . 
Oil cock wrenches for 
QE FRY eaee 
%-in. Ford special 
Ne 
% regular spark plugs 
% long spark plugs. 
%-ton jack pressed 
OE cee ree 
ce ae ee 
Ford special wind- 
shield mirrorscope 


Regular fender mirror- 


a Re ee 
Prs. 8% lense....... 
Ford eleciric tail lamp 
Regular electric tail 
SOUND: banas bas canes s 
Parking lamp ....... 
) Se 
Dash lamp withswitch 
Ft. 7 MM rubber cov- 
ered spark plug cab'e 
5-wireignition harness 
Set (4) spark p!'ug 
Bo 3 Oa ae ee 
1 pt. lighting switch 
(push and pull)..... 
Pr. license clips...... 
6-8 V-2 C.P.S.C. bulbs 
6-8 V- 2 C.P.D.C. bulbs 
2 - P. 8. C. 


12-16 V-2 C. 

ne tee ee hee ics 
12-16 V-2 C.P.D.C 
SR Ae 


6-8 V-21 C.P.S.C. bulbs 


6-8 V-21 C.P.D.C. bulbs 


9 V-18 C.P.D.C. bulbs 
ia a ere een 
4-ce'l hot shot battery 
Hydrometer syringes. 
Luggage carrier..... 
Horn button ........ 
Set Ford pedal pads. 
Set Ford transmission 
ED cx a 6a/0 oho ees ace 
Windshield cleaner 
fastens over frame.. 
Windshield 
CINE iro bat cake eas os 
3% x \% Ford piston 


CT a a eae 
Assortment Ford felt 
a eee 
Joonrtment Ford cork 
ON Sea eee 
Ford fan belts, 1917-20 
Ford fan belts, 1921-22 
Rubber step mats for 


running board ...... 
Prs. Ford outlet hose 
connections ......... 
Prs. Ford inlet hose 
connections ......... 


Pr. 3-ft. ‘tength 1% 
radiator hose ....... 
Ford valve lifter (1- 
WHOOGEE cuscckscacocse 
Perfect handle valve 
lifter (2-piece)...... 
Ford cylinder head and 
spark plug wrench.. 
Set (3) carbon scrap- 


{5-in. plain tire irons 


-S wo sr 
: at - oe 


bo 


ek eh eh eh eh ed ed je 


weather- 


Total 
Net 
Cost 


-67 
.66 


40 


Iobsoow 
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Quantity 


2 pa re DeLuxe radiator 


CE acaseckweena'es 
1 Ford Competitive timer 
1 Ford High Grade 
QING device ciseecesdce 
4 Ford coil units...... 
4 Pr. Ford coil points.. 
2 Assortments (39 each) 
lock washers ....... 
1 Assortments (10000) 
cotter DIRS ..sccccee 
3 Assortments (126) cot- 
ter pins in paper box 
1 Card (12) magneto 
We epaulets nua ce dhe oo 
2 Automobile chamois.. 
1 Automobile sponge... 


oo 
bo 


Suggested Accessory Assortments for the 
Hardware Merchant 


Total 
Cost 
-70 


36 
-60 


.05 
.60 
48 


9 
~ 


5 


19 
-00 
2.20 

58 


$98.24 


Assortment No. 2 


Quantity 
1 30 x 38% Non-Skid 
fabric tire .....,.+.- 
2 30 x 3% gray inner 
Ree rece 
1 Lb. 16 rolls to Ib. tire 
CRO ccceccsteececcese« 
1 Lb. 8 rolls to Ib. tire 
| PPT rere rec Tee 
2 Lb. 4 rolls to Ib. tire 
TAPE cccescececccecce 
1 Lb. 2 rolls to Ib. tire 
SO bb 6. dn aes ena 


12 Cans small size tube 
patching material, 4 
rubber back, % fabric 
DE oo sovedencevaans 

6 Cans medium size tube 
patching materia}, ly 
rubber back, %4 fabric 
re re 

38 Cans large size tube 
patching «material, 1 
rubber back, 2 fabric 
DG «Vans taabeb.aaes 

1 Doz. tubes 4 x%, ce- 
«ft. ee 

1 Complete assortment 
rim part on board... 

2 Prs. 30x 3% Anti-Skid 


co oe 


x 4 Anti-Skid 


1s 

1 Pr. 34 x 4 Anti-Skid 

Ce Geen os cs scene 

1 Pr. 32 x 4% Anti-Skid 
tire chains ..... 

1 Pr. 33 x 4% Anti-Skid 
tire chains ..... 

1 Pr. 34 x 4% Anti- Skid 

CWO GE cnc de nse 

1 Pr. 85 x 5 Anti-Skid 

We GED onc cease 

50 Onty 3%-in. cross 

GN... gran ececaseanes 

5 Only 4-in. crosschains 

5 Onty 4%-in. cross 

EN? no te tak etna 

12. Only 5-in.cross chains 

2 Prs. 28 x 30 chain 

I ne oa a ba ee 

2 Prs. 32 x 34 chain 

ae 

3 Only tire locks and 

Re a 6-6-6 WES Ss 

1 Ford tire holder side 

1 Single barrel pump 

Competitive ........ 

3 Single barrel pump— 

Good Grade ........ 

6 Pump connections ... 

0 Ft. pump hose....... 


9 
9 


Total 
Net 
Cost 
$8.85 
2.90 

40 


.80 


-40 


3.00 


5.00 


2.67 


50 


67 


6 








$149.10 


Total 
List 
Price 


$10.90 
50 


».00 


».00 


50 


00 


00 


3.00 
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Quantity 


stone 


Fe tah tak ted end dS a 


100 


100 
50 


Adjustable hose clamps 
3 blowout patches... 
3% blowout patches. 
4 blowout patches... 
1% blowout patches. 
5 blowout patches... 
Valve insides 
Tire pressure gages.. 
Valve caps 
2-in. dust caps...... 
2%-in. dust caps.... 
Assortment tire valves 
b-minute vulcanizers. 
oz. 5-minute vulcan- 
izer patches, 1 doz. 
round, 2 doz. oblong. 
Doz. 2-0z. shellac.... 
Tubes Prussian blue. 
Cans Ford size radia- 
tor repair liquid..... 
Cans large size radia- 
tor repair liquid..... 
Cans 4-0z. Duplex 
valve grinding com- 
| OE eS eer 
\% pt. body polish... 
1 pt. body polish.... 
5 Ib. pail edap....... 
6 oz. small combina- 
tion grease and oil 
SP Aes PEA ES 
15 oz. combination 
grease and oil guns.. 
l-pt. tin combination 
measure and funnel. . 
i-qt. tin combination 
measure and funnel. . 
4-qt. tin combination 
measure and funnel.. 
Oil cock wrenches, 
cnc, ME, EOE 
Assortment pet cocks 
and solderless coup- 
Me Siardtnevice cakes 
Ford spec. spark plugs 
% regular spark plugs 
% long spark plugs. . 
% long body spark 
SOE Vk Geis si woes 
S A. E. spark plugs. 
% long spark plugs. . 
Metric spark plugs... 
%-ton jacks (pressed 
steel) 
1-ton 
ee) re ee bia 
l-gt. fire extinguisher 
l-qgt. fire extinguisher 
FEE ERE TIE 
Ford windshield mir- 
oe, er 
Regular fender mir- 
ee aS ae 
Regular fender dimin- 
ishing mirrorscope. 

2% x 15 sedan inside 
mirrorscope ......... 
’r. 8 headlight lense 
*’r. 81% headlight lense 





jacks (pressed 


r. 84% headlight lense 
r. 8% headlight lense 
r. 8% headlight lense 
r. 34 headlight lense 
r.9 - headlight lense 
r. 9% headlight lense 
r. 9% headlight lense 
ssortment red ruby 
tail lamp lenses...... 
Dome light 
Oil tail lamp, 
Ep wie Ga'e + pw ss & 
Oil tail lamp, Univer- 
eal bracket ......... 
Electric tail lamps, 
Ford bracket ....... 
Electric tail ae 
Universal pa ‘ 

Stop signals ........ 
Parking lamp (Bul- 
SEE SOD. ocnwerv.c> 0s 
Parking lamp 
Dash lamp 
i. EER OTCOE Te 
Assortment (100) e:ec- 
trical connections .. 
Assortm’t (100) fuses 
Roll (100 ft.) pri- 
wy B.S 
Ft. 7 MM rubber cov- 
ed 2, PP eer 
It. 1 conductor light- 
2, error 
It. twisted lamp cord 
Ft. red rubber gener- 
BLOF CUDIRE 6oscscces 
5-wire ignition harness 
for Fords 
6-wire ignition harness 
for Fords 
Sets spark plug wires 
for Fords 
i pt. lighting switch 
for Fords 


eelaalackeckasieclacti"hect—) 


Total 
Net 
Cost 


$1. 
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.36 
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.00 
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00 
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90 
90 
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90 
.90 
.90 


.90 
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-60 
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20.00 


10.00 
10.00 


soso 
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5.00 
00 
50 
50 
50 
50 
50 


fais et ek et 


tn 


.60 


2.00 
2.10 
1.50 


90 
6.00 


3.00 
1.50 


2.40 


4.00 
8.20 


te 


.00 


4.00 
3.00 


1.80 


1.10 


1.20 





Total 
Net 
Quantity Cost 
1 2 pt. Jighting nincaiend 
for Fords ......... $ .52 
3 Prs. license clips..... -38 
10 3-4 V 2 C.P.S.C, bulbs 1.40 
10 3-4 V 2 C.P.D.C. bulbs 1.40 
20 «6-8 V 2 C.P.S.C. bulbs 2.80 
10 6-8 V 2 C.P.D.C. bulbs 1.40 
10 12-16 V.2 CP.8.C 
EE aia b ole io ol cee aa 1.50 
10 12-16 V 2 C.P.D.C, 
“REE rer Ee 1.50 
10 6-8 V4C., Any bulbs 1.60 
10 6-8 V21C.P.8 .e. bulbs 2.60 
10 6-8 V 21 C.P.D.C. bulbs 2.60 
10 9 V 18 C.P.D.C. bulbs 2. 
10 9 V 27 C.P.D.C. bulbs 2 
10 Double filament Ford 
RN oc.be ceuserenwe> 
1 4-cell hot shot battery 
3 Hydrometer syringes. 
1 Hvdrometer float..... 
1 Rear wind clock.... 
ae eae 
2 Luggage carriers ‘ 
1 Universal Moto Meter 
2 Midget Moto Meters. 
1 Folding chair ...... 
1 Ford electric horn... 
1 Regular electric horn 
1 Low price hand horn SB! 
2 Horn buttons ....... a 
2 Sets Ford pedal pads .60 
6 Running board step 
mats ‘rubber) 1.80 
3 Sets Ford transmis- 
"eee: 1.50 
2 Windshield cleaners 
fastens over frame... 2.50 
3 Windshield weather 
ER AR ise 90 
6 Cylinder head gas- 
kn, ROS 1.14 
1 Rest back cushion... 1.60 
fo, ok ee 1.90 
me er ere 1.50 
2 Perfect handle valve 
i OT ee 1.85 
2 Ford valve lifters.... .40 
2 Assortment demount- 
able rim wrenches... 2.50 
2 Fo-d evilinder head 
and spark plug 
SLs «ce beside Oune 44 
1 Set (3) bearing scrap- 
5, MOE Ce ee 95 
1 Set (3) carbon scrap- 
OPE bide cso nabenmes 50 
6 15 in. plain tire tools .63 
3 Te luxe raidator caps, 
a a er 1.05 
6 Nickle plated hub 
PA OR. tones 1.08 
1 Ford accelerator . 1.00 
4 Timers, Ford, competi- 
tee Oe 1.80 
38 Timers Ford high 
eer rere 3.15 
8 Coil units for Ford... 9.20 
16 Prs. coil points for 
i OS ee pe re 2.08 
1 Tool box for Ford 
with Yale lock....... , 1.65 
1 Assortment (530) lock 
WE vc cpelesseces 2.00 
3 Assortment (39) in 
eans lock washers... 22 
1 S. A. E. Assortment 
(300) cap screws.... 4.00 
2 Assortment (1,000 
each) cotter pins .. 1.50 
6 Assortment in paper 
box cotter pins..... 38 
2 Doz. Magneto Files on 
COE o's ob otc vascinss 1.75 
2 Ford fan belt, 1916 
and earlier ......... 44 
6 Ford fan belt, 1917 
“DO 2 SRB Pre ie 1.32 
oo ey ee ee 1.32 
6 Ford fan bet, 1922.. 1.82 
$392.74 
Assortment No. 3 
; Total 
Net 
Quantity Cost 
1 30x3 non-skid fab- 
Ree aa $8.30 
2 30x3% non-skid fab- 
PEO BO ch cwcaseecses 17.70 
1 30x3 grey inner tube. 1.30 
3 30x3% grey inner tube 4.35 
3 3” blowout patches... .42 
12 3%” blowout patches. 1.80 
9 4” blowout patches... 1.71 
6 4%” blowout patches. 1.32 
2 5” blowout patches... 54 
1 Lb. 1 oz, tire tape... 38 
2 Lb. 2 oz, tire tape... .75 


Total 
List 
Price 


$ .80 

.60 
80 
.80 
60 
.80 
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2.10 
2.10 
2.10 


$607.39 


GQpatky 


~ 


nw 


Lb. 4 oz, tire tape... 
Lb. 8 oz. tire tape... 
Dz. small size tube 
patching material fab- 
ric back 
Dz. medium size tube 
patching material fab- 
Fic DOCK woscvccccess 
Dz. large size tube 
patching material fab- 
TIC DRG. wcvcscvdscve 
Dz. small size tube 
patching material rub- 
ber back 
Dz. medium size tube 
patching material rub- 
ae. See 
Dz. large size tube 
patching material rub- 
Ber: DAG. 2s. veces’ 
Dz. 4x % tubes ce- 
ment only for tubes. . 
Rim board with com- 
plete ee rim 
lugs and par 
Pr. 30x 3% pws skid 
tire CHAING .i,p.erseces 
Pr. 31x4 anti-skid tire 
chains 
Pr. 32x4 anti-skid tire 
chains 
Pr. 33x4 anti-skid tire 
chains 


Pr. 382x4% anti-skid 
tire chains ......... 
Pr. 34 x 4 anti-skid 
fire COMMIS .o2vcecus 
Pr. 33x4% anti-skid 
tire chains ......... 
Pr. 34x 4% anti-skid 
tire chaing ......-.. 


Pr. 35x5 anti-skid tire 
chains 
3%” cross chains .... 
4” cross chains...... 
4%” cross chains.... 
5” cross chains...... 


Pr. 28x30 chain ad-— 


justers 
Pr. 32x34 chain ad- 
justers 
Pr. chain pliers ..... 
Only tire locking 
chain with locks..... 
Only Ford side tire 
carrier 


Single barrel pumps 
(competitive grade). . 
Single barrel pumps 
(high grade) ....... 
Pump connectiors... 
Ft. pump hose ...... 


Assortment (contain- 
ing 72) pump leath- 
PE PRs Per Tere te 
Pump connection rub- 
rr ee 
Valve insides 
Tire pressure gauge.. 
Valve caps 
S” Gat GS ic tcc 
2%” dust caps ...... 
Small tire valves for 
3” tires and under... 
Large tire valves for 
3%” tires and over... 
Large tire valves for 
demountable rims ... 
5 minute vulcanizers. 
Dz. round patches for 
vuleanizers 
Dz. oblong patches for 
vuleanizers 
Dz. 2 oz. gasket and 
rim shellac 
Pints neatsfoot clutch 
and brake compound. 
Dz. tubes bearing blue 
Pints tire paint (1 
white 1 black)...... 
Pint black enamel for 
hoods, fenders, radia- 
COP gecse ceeds vane 


% pint carbon re- 
a ET ah 
1 pint carbon remover 
Ford size radiator 
liquid compound 

Large size radiator 
liquid compound 

Cans tire tale....... 
2 oz. duplex cans 
valve grinding com- 
POUNE 2. cceccvcodose 
4 oz. duplex cans 
valve grinding com- 
POUNG .ncccccccecces 


8.10 


10.80 


4.05 
-60 


22.70 
10.00 
4.00 
4.33 
4.34 
4.67 
4.66 
4.83 
5.00 
6.00 
5.33 
3.00 
3.34 
2.00 
1.33 


67 
.88 


1,80 
85 


— 
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mew 
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ov 


1.56 


1 
12.60 


-60 


98 


ia 


Total 
List 
Price 
$2.00 

1.20 


24.00 


24.00 


35.00 
15.00 


6.00 
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Quantity 


\, pint body polish... 
Pint body polish..... 
Wire wheel brushes. . 
5 lb. cans soap...... 
6 oz. grease and oil 
SUNM ob do oes es ted bbe 
15 oz. grease and oil 
SUM ics auereancacts 
Oil cock wrenches, 
FORE 65. ate satus « 
1 gal. cans lubricat- 
ing oll (medium).... 
1 gal. cans lubricat- 
ing oi] (heavy)..... 
1 gal. cans lubricat- 
ing G8) CHEME). escece 
5 gal. cans lubricat- 
ing oil (1 heavy, 1 
MORRENED Tee the ene was 
5 lb. cans grease (for 
cups, joints, bearings) 
5 lb. cans grease (for 
transmission, differen- 
tiad OUD «dine w bc 2.0:8 
000 brass grease cups, 
DIRT 6 sth 8h b eis 
00 brass grease cups, 
pI (oe ak h 6s bee nt ee 
0 brass grease cups, 
QE 6 dae en tease shes 
Assortment (154 prs.) 
solderless couplings, 
priming cups, drain 
cocks, brass fittings. . 
Ford special spark 
DIG So Yo bates 6 05.0% <6 
% reg. spark plugs... 
% long spark plugs. . 
% long body spark 
DON. ik vce ugaes'es 


% long spark plugs.. 
Metric spark plugs... 
% ton pressed steel 
SRE cheesy eeas verte 
1 ton jack with ad- 
justable foot lift..... 
Wooden auto creeper 
with tool tray....... 
Auto tow line....... 
Brass fire extinguisher 
Qt. fire extinguisher 
ERR are 
Hood fasteners ..... 
Ford windshield mir- 
|| 
Regular fender mir- 
Soe, I 
Regular fender mir- 
rorscope diminishing. 
Sedan jnside mirror- 
he Oe es 
Pan eet Mn Sra'ne wee 
Pr. SU" Temes... is. 
Pr.- Cae Bee... 000s 
Pr. 8%” lense....... 
Pe, ee ees cc was 
oe oe See 
PP ND. oie ph RX 
pee ef... ee 
etn, s.r 
Only 3” red ruby 
tail lamp lense...... 
Only 3%” red ruby 
tail lamp lense...... 
Only 3%” red ruby 
iail lamp lense...... 
Only 3%” red ruby 
tail lamp lens>...... 
Dome lights ........ 
Ford oil tail lamps .. 
Ford electric tail 
WN a id oe Pork se Ces 
Universal electric tail 
IGN 8. 940 60.6 0a Gate 
Stop signals ........ 
Parking lamps (med- 
ik Re 
Nickel parking lamps 
(bullet shape) ...... 
Asst, electrical con- 
nections and switches 
(in cabinet) ........ 
Dash lamps with 
ng OREN OTT Oe 
(100) Fuse _ assort- 
Ara te 
Ft. primary wire.... 
Ft. 7MM rubber cov- 
a Sere ee 
Ft. high tension mag- 
MOCO WITG. 2... ccccee. 
Ft. single strand 
armored lighting wire 
Ft. red generator tub- 
ME adiornds cibpees 


™ bo 


too 


nwo 


_ 


bo 
ou 


Total 


List 


Price 
$°.70 


5.40 
1.00 
2.50 


1.80 


2.25 


te 
So 


11.30 


4.50 


2.50 


21.50 


18.00 
20.00 
10.00 


5.00 
5.00 
5.00 
5.00 


8.10 
4.70 
2.25 


5.00 
10.00 


tee oom oo Coe DO 


1.50 


6.00 


8.20 
3.00 


2.00 
3.00 
2.00 


2.50 


- 
_ 


bo Do et OS BD DO Bo 


to 


Quantity 


Lbs. 4” copper tub- 
MED Ni cteKeabee kts xs 
Lbs. 5/16” copper tub- 
Brrr eee 
Lbs, %” copper tub- 
BE iG ht iol GR Pew aleens 
5 wire ignition har- 
ness for Fords...... 
Only 3%” red ruby 
6 wire ingition har- 
ness for fords 4 
Sets spark plug wires 
Card (12 pr.) license 
plate holders ....... 
oa V2 C.-F. 8 -C. 


Ford double filament 
4 cell hot shot batter- 
SO 50 wee ewes ab ee 
6 cell hot shot batter- 
BOT iS ilc ction aee er acedae 
Hydrometer syringes 
Hydrometer floats only 
Road guides ........ 
Luggage carriers 

Ford moto meter.... 
Midget moto meter.. 
Universal moto meter 
6-volt medium price 
electric horn ........ 
Ford special electric 
a eer reer 
6-volt long projector 
electric horn ........ 
Competitive hand horn 
Rubber step mats for 
running boards ..... 
Cocoa step mats for 
running boards ..... 
Sets (3) Ford rubber 
pedal pads ......... 
Ft. 2 x gy brake lin- 
 vandedesodeoneeee 
Ft. 1% x * brake lin- 


Display rack for 


brake lining — no 
charge. 

Sets Ford transmis- 
sion. lining. ........-- 


Sets Ford transmis- 
mission lining ...... 
Asst. (900) brake 
band rivets ........ 
Sheets 20 x 50 cellu- 
loid for window lights 
Reg. windshield clean- 
ers (fasten over 
FEMMES) ccc de ccctocs 
Reg. windshield clean- 
ers (wipes both 
wlasses) .cccccccees 
Automatic windshield 
GIGRMOP -ecweccecececs 
Set windshield  de- 
flectors with universal 
DRACKOtS co veccscccs 
Windshield visor ‘ 
Windshield weather- 
SEPM ccc ccccsccsecs 
Gross assorted cur- 
tain fasteners ...... 
Assorted piston rings 
with cabinet ....... 
Ford assortment cork 
and felt gaskets (511 
pleceB) nc ccccsccsecs 





bo 


eo ow 


eR bo 


Quantity 


Ford cylinder head 
ps RPA eee eee 
Asst. (550) round 
and flange copper as- 
bestos gaskets on 
eee ee 
Ford fan belts (1916) 
and earlier ......... 
Ford fan belts (1917 
[0 REED von acsine oes 
Ford fan belts (1922) 
Rest back cushions. . 
3 ft. piece 1” radiator 
Pee ree 
3 ft. piece 1%” radia- 
2b Freer re? 
3 ft. piece 1%” radia- 
Som BOD. <« +c0r paw 

3 ft. piece 1%” radia- 
hem RR Odes cdieasiees 
3 ft. piece 2” radiator 
WN ire. é ds wena Whew 
3 ft. piece 24” radia- 
"2. Bre errrrys 
Asst. (100) hose 
ON eT ee 
Ford outlet hose..... 
Ford inlet hose ..... 
Ash tray with match 
WOM BONG woe ecco 
Ash tray with match 
box and cigar holder 
2 piece valve lifters 
i. 
1 piece valve lifters 
CPUNE dccareievece 
Special tool «kits (8 
el SR ere 
Assorted sizes rim 
PCr eee 
Set special Ford 
WROMGEOD vik ccweckde 
Double end spark plug 
wrenches (2 sizes).. 
Ford cylinder head 
and spark plug 
WEHOMGR § cccececseces 


Sets (3) carbon 
CS 
Sets (3) bearing 


Plain 15” tire irons. . 
Ford deluxe radiator 
GEE. cic aa We + 6.602 «eae 
Ford nickle plated 
OS a Pee 
Ford competitive tim- 
GU gedebenddascids) 
Ford timers ........ 
Ford coil units ..... 
Prs. Ford coil points. 
Ford tool boxes..... 
Lock washer assort- 
ment (530) ........ 
Dz. small lock washer 
assortment (39) es 
SAE assortment 
(300) capescrews.... 
Asst. (1000 each) 
dealer cotter pins... 
Dz. Asst. (126) paste 
board motorist pins. . 
Dz. Asst. (126) cans 
motorist pins ....... 


Rearwind clock 

Rim wind and_ “set 
eight day clock ..... 
Spring bar front 
bumper nickel plated 
with black trimmings 
Spring bar rear 
bumper nickel plated 
with black trimmings 
Spring bar front 
| rr ee a 
Automobile chamois. 
Sponge assortment 
Coe OER . ec ereanas 
Overland 4 cylinder 
head gaskets ....... 
Dodge 4 cylinder head 
GREMGRS nck déncvcces 
Maxwell 4. cylinder 
head gaskets ...... 
Chevrolet 490 4 cylin- 
der head gaskets 
Assorted deluxe radi- 
ator caps—1 ea. 
Dodge, Buick, Max- 
well, Chevrolet, Over- 
land 4, Studebaker.. 
25 Ib. bale _ cotton 
WORMS i vicicvarevcress 
Folding chairs ...... 
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$963.45 $1,607.80 
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Study Your Tire and Accessory Displays 


Where accessories are sold ex- 
cept in garages or display rooms, 
the entrance into the rear of the 
windows frequently bothers. The 
windows of hardware stores are 
often botched in. A tiny door is all 
that there is for a designer to use 
in getting in, although sometimes 
an all-glass back and often the 
whole back moves up and down 
similar to a sash-weighted window. 
You can’t depend on the back of the 
window for display or support un- 
less you make a temporary back that 
is changed with each display. 


Make the Display Independent 


Have the back of your window, 
whatever it is, clean-cut looking. 
Remove all tacks, strings, scratches 
and bits of paper. The back is part 
of the display. Make it look that 
way. Arrange a display as you 
would if given the top of a counter 
or show case to cover. Make it in- 
dependent. Eliminate all wall 
shelves and side clinging attach- 
ments. 

No window anywhere is misused 
as much as that of a garage or auto- 
mobile display room. Bleached 
paper with grease all over it where 
parts have lain, the display broken 
up by stock having been taken out 
and not replaced, fly specks all over 
everything. You see such windows 
frequently. 


Another Kind of Window 


And you very often see on the 
next block from a window of that 
kind a hardware store window that 
is plain without even crepe paper 
on the floor of the window. Each 
accessory that is displayed has been 
wiped clean. None of them are laid 
perfectly flat on the floor. In the 
center, a little to the back, is a 
plain-looking packing box. It is a 
square one from which all signs of 
its previous contents have been re- 
moved or covered. The entire box 
has been neatly covered with cloth 
or paper. A piece of windshield 
glass answers for a shelf on which 
accessories have been orderly 
placed. Small cans of fender enamel 
or cement set in pyramid fashion 
are evenly grouped in the window 
with the evenness broken by a tall 
can of talcum powder or a hydrom- 
eter in between. Cementless patches 
cr other small articles are used to 
break up the waste spaces on the 
floor. The left and right ends just 
a little to the foreground of this 


(Continued from page 107) 


center display ‘have also glass 
shelves supported on two ten-pound 
pails of paint or oil or something 
of that nature. A tire is hung over 
and a little in back cf these last 
shelves. ‘ 

Of these two windows which 
would you stop to look at? Which 
window gives you the idea that stock 
is bought more than once a year? 


Frequent Change Necessary 


Is isn’t necessary to fill the entire 
window. Use only a portion if you 
want to, but change it frequently. 
Space it exactly in the center, ele- 
vate it. Put nothing on the floor 
and if the balance of the window is 
clean your display is more effective 
than a full window. 

Customers see nothing but those 
few items in the center. It brings 
about more concentration. 

If you have a large stock, put in 
a larger display. But change it fre- 
quently. Put color into it. 

A prominent store that had a good 
back to its windows took advantage 
of its stock in a very novel way, by 
letting hang from the ceiling in 
panel fashion a cheap grade of 
cheesecloth which was bought in 
bales and sold as wiping rags and 
polishing cloths. Between these pan- 
els a modest plain colored wall paper 
was hung. The cloth and paper were 
pinned together in places to give it 
a smooth appearance. The effect 
was most striking. 

Don’t imitate curtains. Many 
other effects can be used, such as 
drawing taut the panels and hanging 
two lengths side by sidg, tacked top 
and bottom, and spread apart in the 
center to give a diamond shaped 
opening. With this you can display 
anything that can be suspended from 
the ceiling with a wire that is con- 
cealed in back of the cheesecloth. 
Even advertising pictures are good. 


Abcut show cards. How do you 
put in a card with your display’ Is 
it merely dropped in and allowed to 
curl when the sun strikes it? Do 
you build the display first and find 
room for the card after, somewhere? 

A show card will look ever so 
much better if an ordinary box 
cover supports it to keep it flat. A 
large file stuck into the floor so the 
card will lean on it backward a little, 
is also good. Make it possible to 
stand it independently. Make an al- 
lowance for the card when building 
the display. Leave a space for it, 
It should send its message out right. 

Net cards are read as quickly as 
circus posters. Unless you under- 
stand wording on cards copy a phrase 
from envelope stuffers or from the 
manufacturer’s recommendations. 

Striking contrasts are good in any 
window. Action of any kind, be it 
ever so simple, is always an attrac- 
tion. There are occasions when ideas 
suggest themselves rapidly when you 
are working on a display. Often the 
addition of a little color will brighten 
the window up remarkably and you 
just gloat over the stunning effect. 
Don’t be afraid to make changes or 
additions, and don’t overdo. Re- 
member this always: The difference 
between a botcher and an artist is, 
that an artist knows when he has 
done enough. 





Display Rack for Spotlights 


A very simple and economical display 
rack for spotlights can be made in any 
hardware store. A large, wide board is 
used for the base, and holes are bored 
at regular intervals in which are firmly 
placed round sections of wood (broom 
handle). These upright pieces shou!d 
be about 6 or 8 in. high. This fixture 
is very convenient for counter displays 
and is particularly attractive if the 
lights are connected so they can be 
turned off and on. 

















Easily made rack for displaying spotlights 
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EDITORIAL COMMENT 


The Man and the Magnet 


ACK in the days of knee pants and mar- 
bles I fell heir to a magnet, and to me 
it was about the most wonderful thing 

that had come into my life. It was a small 
horseshoe-shaped piece of steel, painted red at 
the top, but it possessed a mysterious drawing 
power far out of proportion to its size. 


I would move it toward a few tacks or iron 
filings, and they would jump for it as a hungry 
fish for a live minnow. When I placed it in the 
vicinity of a steel needle, that needle apparently 
took on life. It seemed to have but one over- 
powering desire—to get in close contact with 
that horseshoe-shaped piece of steel. 


That magnet fascinated me. I dragged it 
around over the floors until there was not a brad 
or a pin or a tack to be found with a microscope. 
It simply drew to it with an irresistible force 
every piece of steel that lay in its path. Alone, 
its power covered a comparatively small area; 
with the energy and activity of a boy behind it, 
that area grew to take in the whole house. It 
became a magnet plus. 


As I dropped the toys to take up the tools of 
life, the feats of that magnet stuck in my mem- 
ory. They constantly brought home to me the 
fact that there are magnets in business; that 
certain lines of merchandise possess a mysteri- 
ous power to attract trade. I learned also that 
the area of drawing power increased in propor- 
tion to the activities of the men behind these 
trade magnets. 


In those early days the horse reigned supreme. 
His wants were hardware stock items. They 


were trade magnets to all who owned horses. 
Then came the automobile and their power 
waned. At first it was merely a freak toy, then 
it became a luxury; finally it grew into a neces- 





sity, although still holding the fascination of the 
toy and the requirements of the luxury. 

Like the horse, it required equipment, supplies 
and accessories, and these items under the urge 
of the motor car’s popularity became trade mag- 
nets. They drew people of all walks of life as 
irresistibly as that little horseshoe magnet drew 
particles of steel. 


In some hardware stores the automobile ac- 
cessories line grew naturally into the place once 
cecupied by the accessories of the horse and 
buggy. In others it came as a new line with 
possibilities. In practically every case it made 
good; in the majority of cases it became profit- 
able, not only in its own right but as a magnet 
for motorists, who bought liberally of other 
hardware lines. 

Unlike the horseshoe magnet, its pulling 
power grew with use—grew because more auto- 
mobiles and trucks constantly passed into the 
hands of users. The common every-day equip- 
ment was augmented by attractive novelties, new 
tools and devices, articles that naturally go with 
the car for comfort, safety, or ornament. As 
new cars grew old, demands for accessories and 
supplies multiplied. A few wrenches and other 
tools began to form a nucleus for accessories 
departments. Insignificant departments often 
blossomed out as leading profit makers, mainly 
because of the natural attraction of the mer- 
chandise. 

But there is a very definite limit to this natu- 
ral drawing power. It can reach so far and no 
farther. When backed by the thought and 
energy of interested merchants, however, it can 
be made almost limitless. There is always the 
factor of the 


man behind y; b 
the magnet. He A othe __ 
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Committee Opposes American Valuation Plan 


Senate May Pass Bill Based on Foreign Valuation, Leaving 
Real Fight for Conference Committee— 


Coal Supply Situation 


WASHINGTON, April 3, 1922. 

HE Senate Finance Committee 

appears to have determined to 

throw the American valuation 
plan overboard. Furthermore, at this 
writing, it seems probable that the 
new Tariff bill will be put through 
the Senate carrying a provision re- 
enacting, with some modifications, those 
features of the present customs ad- 
ministrative law which require that 
the invoice value of imported merchan- 
dise to be used as the basis of the 
assessment of duties shall be the price 
at which the merchandise sells “in 
usual wholesale quantities in the for- 
eign market of origin on date of ship- 
ment to the United States.” 

If this plan goes through—and it is 
the opinion of the most experienced 
members of the Senate Finance Com- 
mittee that it will—the House and 
Senate will lock horns the moment the 
bill goes to the Conference Committee, 
and what is probably the most impor- 
tant feature of the measure will be 
finally determined in conference. This 
is equivalent to saying that none of 
the great interests whose future de- 
pends upon a well-considered tariff law 
will know where it stands until the 
Conference Committee has finally acted 
and its report has been accepted by 
both houses. 


Champions of American Plan Will 
Fight 


The friends of the American valua- 
tion plan can be relied upon to make 
a desperate fight to retain this method 
of fixing duties, for they believe there 


By W. L. CROUNSE 


is no other adequate system of pro- 
viding the protection needed for do- 
mestic industry. The longer the con- 
troversy is waged the more certain 
they are that the American plan alone 
will safeguard our producers against 
the unprecedented efforts of foreign 
manufacturers to deluge our markets 
with cheap wares. 

The leaders of the Finance Commit- 
tee expect to be able to report the 
Tariff bill to the Senate before this 
issue of HARDWARE AGE reaches its 
readers. There is no particular haste 
in bringing it out of committee as it 
can not receive continuolis considera- 
tion until the pending disarmament 
treaties have been disposed of. But 
the committee is anxiws to lay the 
measure before the Senate as soon as 
possible for the double purpose of 
shifting a heavy responsibility and tc 
relieve itself of the importunities of the 
representatives of domestic manufac- 
turing and importing interests who are 
now crowding the corridors of the 
Washington hotels and the lobbies of 
the Capitol. 


Basis of Objections 


In urging the rejection of the Amer- 
ican valuation plan and the adoption 
of the foreign basis of determining 
values for the purpose of assessing 
duties, certain members of the Finance 
Committee have taken the position that 
the American plan is impracticable and 
could not be made operative at all un- 
less coupled with provisions granting 
to the President of the United States 
such sweeping authority to meet emer- 


gencies that the constitutionality of the 
statute might be brought into question. 
Some evidence has also been gathered 
by agents of the committee showing 
that the plan of fixing duties on. the 
basis of the value of comparable do- 
mestic merchandise would not work be- 
cause of the impossibility of providing 
satisfactory definitions for the terms 
“comparable” and “comparability.” 

There are certain lines of merchan- 
dise, it is said, as to which the Ameri- 
can plan would operate smoothly and 
efficiently. This is true of cutlery, 
razors, shears and many other items 
familiar to the hardware trade. Im- 
ported articles in these lines could 
easily be matched with a domestic pro- 
duct practically identical in all respects 
except cost of manufacture. 


“Comparability” Makes Trouble 


It would be a simple matter to de- 
monstrate the comparability of the for- 
eign and domestic merchandise in these 
lines and the American valuation plan 
could, therefore, be worked out with 
highly satisfactory results—except, of 
course, to the importer. In certain 
lines, however, the Finance Committee’s 
experts declare it to be impossible to 
find comparable goods of domestic 
manufacture and it would, therefore, 
be necessary to provide emergency al- 
ternatives to take care of a very large 
percentage of current importations. 

But while the practicability or im- 
practicability of the American valua- 
tion plan is the main point to which 
the Finance Committee has given con- 
sideration in determining the basis of 
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invoice valuation, considerable senti- 
ment has recently developed in the 
committee with respect to the revenue- 
producing capacity of the new bill. It 
is now claimed by Senator Smoot and 
other close students of the tariff that 
unless care is exercised in moderating 
the extreme features of the House 
schedules, the new bill will be found to 
produce substantially less revenue than 
the Underwood-Simmons law now in 
force. 
May Reduce Revenue 


When the Fordney bill passed the 
House the experts of the Ways and 
Means Committee declared it would 
double the revenues now flowing into 
the Treasury under the existing tariff 
law. It is feared that this estimate 
was based upon the exceedingly simple 
calculation that, if the rates were dou- 
bled by reason of boosting them liberal- 
ly and switching the basis to American 
value, the revenues would at least be 
doubled without figuring on any in- 
crease in importations. 

Senator Smoot insists that this cal- 
culation is based upon an entirely false 
premise. He points to the small cur- 
rent value of imports, and declares that 
if the rates of- duty are doubled there 
will certainly be a tremendous shrink- 
age in the shipments of foreign mer- 
chandise to the United States and that 
the total revenue from customs may 
actually show a substantial decline. 


Everybody Wants Protection 


Never in the history of tariff legis- 
lation has there been such a demand 
from all quarters for high protective 
duties. The agricultural and manu- 
facturing interests of the country have 
fairly vied with each other in the 
effort to secure rates never previously 
suggested in connection with any re- 
vision of the tariff. 

The agricultural bloc in the Senate 
began it by appointing a special com- 
mittee to “look out for the interests 
of the farmers.” Senator Gooding of 
Idaho as chairman of this committee 
obtained special hearings after the 
close of the regular hearings and has 
repeatedly been allowed to address the 
Finance Committee during its execu- 
tive sessions. 

The manufacturers, learning that 
Chinese-wall rates were being consider- 
ed for agricultural products, came for- 
ward with a demand for equally high 
protection for their wares. They also 
were accorded private hearings and 
have haunted the ante-room of the 
Finance Committee morning, noon and 
night. 


Dyestuff Men Want Embargo 


Some of the producers, notably those 
engaged in manufacturing dyestuffs, 
intermediates, synthetic ~chemicals of 
various kinds, etc., have demanded the 
retention of the existing absolute em- 
bargo upon similar foreign products. 
The Ways and Means Committee yield- 
ed to this demand but the House re- 
versed the committee and it is now 


probable that the Senate in its final 
vote will sustain the House. 
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The dyestuffs men are not discour- 
aged, however, and confidently predict 
that if they do not obtain an embargo 
they will be able to boost current tariff 
rates on their products 50 per cent 
above the extreme figures of the House 
bill. It is quite possible that un- 
precedentedly high duties will be sub- 
stituted for the emergency embargo 
now in force and there is something to 
be said in favor of this plan in view 
of the fact that this industry was 
largely developed during the war as 
an adjunct to the national defense. 


Rates Have Been Boosted 


The ultimate effect of these num- 
erous rate-boosting drives has been to 
induce Senators to vote for duties 
which six months ago would have 
seemed preposterous. It has been very 
difficult to resist the pressure coming 
from so many different sources and but 
for one or two of the more conserva- 
tive members of the Finance Commit- 
tee there is every reason to believe 
the bill as reported would have carried 
rates calculated to close American ports 
against practically all foreign mer- 
chandise. 

Senator Smoot, however, has appre- 
ciated the fact the tariff must provide 
its full share of revenue during the 
coming decade which will be the most 
trying period of the long flight of 
years during which our big war debt 
must be liquidated. The Senate bill, 
therefore, has been pruned severely 
during the past fortnight and may 
be still further cut before it goes to 
the Conference Committee. 


Bonus Bill Makes Trouble 


The passage by the House of the 
bonus bill by a very large majority 
has further embarrassed the conserva- 
tive members of the Finance Commit- 
tee. One of these Senators said to 
me a day or two ago: 

“I wonder if the House leaders have 
stopped to think that in a short time 
we will be faced with an annual pen- 
sion bill of a billion dollars or so, even 
assuming that no legislation especially 
favorable to the veterans of the World 
War is enacted in the meantime. This 
debt will be loaded on to the taxpayers 
of the country without any opportunity 
for them to be heard. 

“They will respond as patriotically 
as possible but, of course, this will 
mean more taxation to provide the 
necessary funds. I do not wish to ap- 
pear pessimistic but unless members 
of the House and Senate take a broad- 
gauge view of this matter and stand 
up to their responsibilities like men, 
the country will shortly realize the 
necessity for retiring cowardly poli- 
ticians and sending courageous busi- 
ness men to take their places.” 


Boom for Sales Tax 


The developments of the past fort- 
night have given a decided impetus to 
the sales tax movement. It would not 
be surprising skould provision be made 
at the present session to incorporate 
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in our internal revenue system a mod- 
erate retail sales tax ranging from 
one-half to one per cent on all classes 
of merchandise. 

The agricultural bloc would fight to 
exempt the products of the farm and 
there would be a fair chance that 
small transactions in foodstuffs would 
be made free of taxation. 

The soldiers’ bonus bill will not be 
acted upon precipitately by the Finance 
Committee. While no one can say what 
the fate of the bill will be at the hands 
of this committee, it is a safe bet that 
it will not be reported in the near 
future. 


Side-stepped Responsibility 


The bonus bill has many friends in 
the Senate but it also has many strong 
opponents. Few of its champions are 
satisfied with the House measure, for 
there is a strong feeling that the Ways 
and Means Committee side-stepped its 
responsibility when it passed a bill 
appropriating a collossal sum of money 
without a single suggestion as to how 
the necessary funds should be derived. 

Here is where the sales tax comes 
to the front with a rush. One of the 
earliest votes in the Finance Commit- 
tee will be upon the proposition to raise 
the money to pay the proposed bonus 
by some form of sales tax either upon 
turnovers or upon the ultimate transac- 
tion between the retailer and the con- 
sumer. 

Along about Christmas time the 
House and Senate leaders predicted 
that the present session of Congress 
would adjourn by June 1. Everybody 
in Washington now admits that Con- 
gress will hardly be. at top speed be- 
fore July 1 with a prospect that ad- 
journment day will roll around just 
about in time to permit members to 
go home and vote at the November elec- 
tions. 


Birdseye View of Coal Situation 


An analysis of the coal situation has 
been prepared by the Natural Re- 
sources Department of the Chamber 
of Commerce of the United States. Its 
purpose is to give business men in- 
formation regarding fuel supplies in 
the event of a miners’ strike. A gen- 
eral summary of this analysis is as 
follows: 

“Factors which will control supplies 
in case of a strike that closes the mines 
in union fields will be stocks on hand 
and output of non-union fields. 

“Anthracite: As the anthracite 
field is 100 per cent unionized, all sup- 
plies in the event of a complete closing 
of the mines will have to be drawn 
from stocks on hand. Anthracite, un- 
like bituminous, can be safely stored 
for long periods. This has made pos- 
sible a system of distribution compara- 
tively uniform through the year. It 
is reflected in the fact that anthracite 
mines run more regularly than bitu- 
minous, and shipments from mines 
show comparatively small variation 
between winter and summer months. 
Actual consumption, however, is sev- 
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eral times greater in winter than in 
summer. 


Stocks of Anthracite 


“Reliable figures on which to base 
an estimate covering possible anthra- 
cite supplies in the event of a strike 
completely closing the mines are not 
available. There are no figures avail- 
able showing stocks in the cellars of 
consumers, nor in the hands of deal- 
ers; nor figures showing the relative 
rates of consumption between summer 
and winter months. The United States 
Geological Survey has published figures 
based on statements from 648 typical 
retail dealers, showing the day’s supply 
of anthracite usually carried by them 
on “April, as follows: 


Bart, - OIDs 5 ois vine 5isdd obese ee 31 days 
Beaten 1, 2020... i eve cei saa 08 21 days 
pg ee |. ee re meee er: 36 days 


“If these figures should hold good 
for all dealers, there would be in deal- 
ers’ hands, normally, on April 1 about 
a month’s supply. The Geological Sur- 
vey also gives the following figures 
covering approximate stocks of anthra- 
cite, domestic sizes, in hands of produc- 
ers Jan. 1, 1922: 

Tons 
At Eastern points ......... 2,000,000 
Storage at Great Lake ports 1,000,000 
By-product coke for domestic 
8 ce Lovee tesseee ees 1,000,000 


Would Last Several Months 


“Assuming an equal supply on hand 
April 1, and assuming further, that 
this supply could be evenly distrihuted 
among all consumers, it would last 
several months, as it would be avail- 
able at the begiining of the warm 
summer months vhen consumption is 
lightest. As noted above, however, dis- 
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SOUTHERN HARDWARE JOBBERS’ ASSO- 
CIATION CONVENTION, New Orleans, La., 
April 18, 19, 20, 21, 1922. Headquar- 
ters, St. Charles Hotel. John Donnan, 
secretary-treasurer, Richmond, Va. 

AMERICAN HARDWARE MANUFACTUR- 
ERS’ ASSOCIATION, New Orleans, La., 
April 19, 20, 21, 1922. Headquarters, 
St. Charles Hotel. F. D. Mitchell, 
secretary-treasurer, 4106 Woolworth 
Building, New York City. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., May 8, 9, 1922. C. L. 
Thompson, secretary, Canyon, Tex. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of 
Alabama, Florida, Georgia and Tennes- 
see. Convention and Exhibition, Chat- 
tanooga, Tenn., May 9, 10, 11, 12, 1922. 
Walter Harlan, secretary, 460 St. 
James Building, Jacksonville, Fla. 

CAROLINAS HARDWARE ASSOCIATION 
CONVENTION, Winston-Salem, May 17, 
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tribution and consumption do not run 
parallel. Moreover, each locality has 
its own peculiar conditions making it 
different from the others. 

“Storage capacity and supplies ac- 
tually carried vary in the different 
localities, and there is also consider- 
able variation in climatic conditions. 
A late spring with cold April and May 
would increase consumption several 
times over normal. In other words, 
the probable disarrangement of the 
usual system of distribution which 
would result from a strike, the varia- 
tion in storage capacities and stocks 
in storage, with the uncertainties of 
weather conditions make it impractica- 
ble to estimate the length of time the 
supplies of anthracite on hand would 
last. 


Bituminous Situation 


“Bituminous: The following state- 
ment of the United States Geological 
Survey will be of interest as indicating 
the days’ supplies of bituminous coal 
in the hands of various classes of con- 
sumers in the United States on Jan. 
1, 1922: 


Days 
By-product coke plants ......... 42 
eee eAeO: . isa hoe heh se ee 5 48 
Other industrials... ....0.6ses decks 51 
Artificial gas Diants’ $6. e668. 89 
po | a re 51 
Coal dealers—bituminous ........ 33 
Railroads (estimated from incom- 
WURO PERN) © Us Mase sicteis crete 35 


“Subsequent statements are that 
supplies have increased to some extent 
up to Feb. 11. 

“The consumption of bituminous coal 
in 1921 averaged 32,000,000 tons per 
month, or about 7,600,000 net tons per 
week. Bituminous consumption is not 
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subject to the extreme seasonal weather 
fluctuations affecting anthracite. Bitu- 
minous, however, is directly affected by 
industrial conditions, reflecting imme- 
diately a revival or depression. This 
variation is shown by a comparison of 
the active year of 1920, when the total 
production was 556,516,000 tons, with 
the depressed year of 1921, when pro- 
duction totaled 407,048,000 tons. 


Looking to Non-Union Fields 


“The Geological Survey reports that 
stored bituminous coal on Jan. 1, 1922, 
totalled 47,000,000 tons. The Geo- 
logical Survey further notes that stocks 
cannot fall much below 20,000,000 tons 
(as in 1920) without danger of a ‘coal 
panic.’ The quantity of coal, there- 
fore, which can be drawn from stocks 
on hand before a serious situation de- 
velops is about 27,000,000 tons. To 
this supply there will be continually 
added the output of non-union fields. 

“To cover this deficit we might have 
the 27,000,000 tons of stored coal, which 
would last approximately eight weeks. 
This period might be lengthened by in- 
creased production from the non-union 
fields and there are reasons to believe 
this production will increase, but how 
rapidly and to what extent can only 
be conjectured. 

“The above are average figures 
covering the entire producing and con- 
suming areas, and rest on a theory of 
even division of product and uniform 
storage capacity and uniform stocks 
on hand throughout the country. In 
reality, however, such uniform condi- 
tions do not exist in the different com- 
munities. Moreover, in case of strike 
the ordinary lines of distribution are 
so disarranged that there results great 
variation in the ability of different 
communities to secure needed supplies.” 





18, 19, 20, 1922. T. W. Dixon, secre- 
tary, Charlotte, N. C. 

AMERICAN IRON, STEEL AND HEAVY 
HARDWARE ASSOCIATION CONVENTION, 
Washington, D. C., May 23, 24, 25, 1922. 
Headquarters, Hotel Washington. A 
H. Chamberlain, secretary - treasurer, 
Marbridge Building, Thirty - fourth 
Street and Broadway, New York City. 

MISSISSIPPI RETAIL. HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION at Fair Grounds, Jack- 
son, May 24, 25, 26, 1922. Headquar- 
ters, Heidelburg Hotel. E. R. Gross, 
secretary, Agricultural College. 

OLp GUARD SOUTHERN HARDWARE 
SALESMEN’S ASSOCIATION CONVENTION, 
St. Charles Hotel, New Orleans, La., 
April 19, 1922. R. P. Boyd, secretary- 
treasurer, Knoxville, Tenn. 

LOUISIANA RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
New Orleans, May 22, 23, 24, 1922. R. 
D. Nibert, secretary, Bunkie. 


Conventions 





NATIONAL RETAIL HARDWARE ASSOCI- 
ATION CONVENTION, Chicago, IIl., June 
19, 20, 21, 22, 23, 1922. Headquarters, 
Hotel Sherman. Herbert P. Sheets, 
secretary-treasurer, Argos, Ind. 

New York STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOsI- 
TION, Rochester, Feb. 20, 21, 22, 23, 
1923. Headquarters, Powers Hotel. 
Sessions and Exposition at Exposition 
Park. John B. Foley, secretary, City 
Bank Building, Syracuse, N. Y. 

New ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1923. George A. 
Fiel, secretary, 10 High Street, Boston, 
Mass. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 13, 14, 15, 
1923. L. D.’Nish, secretary-treasurer, 
Elgin, Ill. 
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In the Morning’s Mail 











Edward Weck Dies 


Edward Weck, prominent New York 
cutlery manufacturer, wholesaler and 
retailer, died March 28 in his fiftieth 
year, of hardening of the arteries, at 
his residence, 247 Rugby Road, Brook- 
lyn, N. Y. 

Mr. Weck was born in Solingen, Ger- 
many, and came to this country when 
he was fifteen. He began business as 
a clerk with the firm of Pauls Brothers 
of New York City, importers of cut- 
lery and hardware. He later started 
an importing business of his own and a 
short time before the war began the 
manufacture of cutlery. He designed, 
manufactured and placed on the market 
the Weck razors, and operated a chain 
of special cutlery stores in Greater 
New York. He was president of the 
firm of Edward Weck & Son, Inc., of 
which his son, Albert H. Weck, is vice- 
president and general manager. Dur- 
ing the past few years the late Mr. 
Weck devoted most of his time and 
energies to the manufacturing end of 
his business and to civic activities. 

He was a member of the New York 
Hardware Club, the Forty-second Street 
Property Owners’ Association, and a 
number of other civic organizations. 
He was well known and often consulted 
about technical points relating to the 
manufacture of cutlery, and he con- 
tributed frequent articles to papers 
covering that special field. 

Mr. Weck is survived by his wife, 
Mrs. Maria C. Hartman Weck; his son, 
Albert H. Weck, and two daughters, 
Miss Helen D. Weck and Mrs. Frank 
E. Booth. Funeral services were held 
at the Flatbush Congregational Church, 
of which he was a member. 





W. H. Ashbaugh Promoted 


W. H. Ashbaugh, who has been super- 
intendent of the hot mills of the sheet 
mill plant of the American Sheet & 
Tin Plate Co. at Leechburg, Pa., has 
been appointed superintendent of the 
Dover sheet mill plant of the same com- 
pany at Dover, Ohio. He succeeds W. 
H. Weischsel, who resigned recently to 
accept the position of manager of the 
Indiana Harbor sheet mills of the In- 
land Steel Co. of Chicago. 





Death of Adrian McCalman 


Adrian McCalman, vice-president, 
Failing-McCalman Co., Portland, Ore., 
died recently following two years of 
sickness. Mr. McCalman was born in 
Canada in 1860 and came to live and 
work in Portland at the age of twenty- 
two. He secured a position as the first 
stenographer for the mercantile house 
of Foster & Robertson. The firm later 
became the importing and jobbing 
house of Failing-McCalman. 


Mr. McCalman was very active in 
masonic orders. He is survived by his 
widow and one son. 





John McDonald Passes Away 


John McDonald, one of the organizers 

of the Pittsburgh Foundry & Machine 
Co. of Pittsburgh and for many its 
president, died at the Homeopathic 
Hospital in Pittsburgh on March 21. 
He was seventy years of age and was 
born in Belfast, Ireland, coming to this 
country when a young man. 





European Representative for 
Pratt & Lambert 


Pratt & Lambert, Inc., varnish mak- 
ers, Buffalo, N. Y., are to be repre- 
sented in Spain, Holland, Denmark, 
Sweden, Norway and Finland by Kurt 
Miinzinger who sailed April 1 on La 
Lorraine for Havre, France, enroute 
to Barcelona, Spain. 

His previous business experience in 
these countries and his knowledge of 
exporting will enable him to render ut- 
most service to Pratt & Lambert 
clients. 

In addition to having represented 
various houses in the above countries, 
Mr. Miinzinger has traveled on busi- 
ness through European Russia as well 
as in Belgium, Italy, Switzerland, Ger- 
many, Austria and France. 

Mr. Miinzinger’s address is care of 
American Express, 17 Calle de Fon- 
tanella, Barcelona, Spain. 





Albert W. Hawkins Dies 


Albert W. Hawkins, president of the 
Born Steel Range Co., died March 28, 
at the age of seventy-three. He had 
been in business in Cleveland for forty 
years, the greater part of that time 
with the Born company. 





Wheeling Mold Passes Dividend 


The Wheeling Mold & Foundry Co., 
Wheeling, W. Va., recently passed its 
preferred stock dividend for the first 
time in the history of the company. 
Preferred dividends at the rate of 8 
per cent annually have been paid by 
the company for many years. It also 
suspended dividends on the common 
stock in February, last year. 





To Represent Page-Lewis on 
Coast 
Page-Lewis Arms Co., Chicopee 


Falls, Mass., will be represented in the 
Rocky Mountain Section and Pacific 


Coast District by Phil B. Bekeart Co., 
717 Market Street, San Francisco, Cal. 


Death of Samuel McClure 


Samuel McClure, for many years gen- 
eral manager of the blast furnace of 
the Stewart Iron Co., Ltd., at Sharon, 
Pa., and a former state senator from 
Pennsylvania, died at his home in 
Sharon on March 26. He was a leading 
manufacturer and had much to do with 
the development of industries in the 
Shenango Valley. He started in the 
iron trade in 1872, when he became 
manager of a blast furnace at West 
Middlesex, Pa., and in January, 1874, 
he was made manager of the Stewart 
Iron Co., holding this position until his 
death. In 1886 he became associated 
with Frank H. Buhl and Daniel Eagan 
in the formation of the Sharon Steel 
Casting Co., of which he was vice- 
president. In 1902 the plant was ac- 
quired by the American Steel Casting 
Co., and then became an interest of 
the American Steel Foundries. Mr. Mc- 
Clure was president of the Sharon Rail- 
ways Co., the Union Limestone Co. and 
the Shenango Machine Co. He was a 
member of the Masonic fraternity and 
of the Duquesne Club of Pittsburgh. 





A-B Stove House Organ 


“The Grid” is the name of a new 
house organ that will be published 
monthly by the A-B Stove Co., Battle 
Creek, Mich. It is the intention of F. 
M. Fluke, advertising manager, to pre- 
sent to dealer readers valuable data to 
be used in merchandising campaigns. 
This information will include suggested 
advertisements and displays for win- 
dows and interior departments. New 
kinks on selling stoves and ranges will 
be welcomed by Mr. Fluke who invites 
contributions., The first issue is dated 
March, 1922, and has already been 
mailed. 





New Booklets Issued 


Miller Falls Co., Miller Falls, Mass., 
has issued a new general catalog known 
as No. 38. All of the various tools 
manufactured by this concern are 
shown in the book. Aside from the 
factory at Miller Falls the company 
operates plants in West Haven, Conn., 
and Brattleboro, Vt. A large New 
York office and complete showroom is 
maintained at 28 Warren Street, New 
York City. 





The annual report of the Standard 
Sanitary Mzinufacturing Co. of Pitts- 
burgh for 1921 showed a reduction of 
$2,750,918 in ‘accounts payable. Cash 
on hand and accounts receivable were 
$6,840,921 against $7,908,805 in 1920. 
The profit and loss surplus, also the 
reserve, increased from $4,381,870 in 
1920 to $5,891,325 in 1921. 
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MARKET REPORTS 


on TRADE CONDITIONS 
IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 
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Office of HARDWARE AGE, 
239 West 39th Street, 
New York, April 3. 


single unit of 


The diversified activities of nu- 
merous enterprises influence tendencies 
in the most obscure markets, and affect of all kinds. 
for good or ill the prosperity of busi- 


ness. 


To report the conditions and tenden- 
cies’ that exist in the hardware mar- 
ket, without taking into consideration 











NE 


W YORK 


trade, which affect its supply and de- 
mand, is superficial and unreliable. 
The builders’ hardware situation is 
O industry or a notable example of this fact, which 
trade controls its own destiny. we submit as justification for our lead. 
Everywhere there is increasing inter- 
est and demand for building materials 


contractors’ 


stated: 


The president of a large 
supply house _ recently 


“There is every indication that 
we are approaching an active building 
season, and it would not be surprising 
if the year 1922 witnessed the greatest 

















the history of the country for a sim- 
ilar period. Taken in its entirety, the 
situation throughout the building in- 
dustry is of a very favorable nature.” 

Labor conditions, on the other hand, 
are disquieting, especially in the New 


York territory. 


It is reported on re- 


liable authority that scattered strikes 
are almost certain to harass the build- 
ing trade in New York this summer. 
Internal dissensions among groups of 


employers, 


as well as 


in the 


labor 


unions, are causing a good deal of 













































































the elements outside of the hardware amount of new construction work in apprehension. Some wage cuts have 
tii} AUV2SU/Q00EO0BS0E0 100 0088 GAA AAALAC WALLA UT | 
1914 1915 1916 1917 1918 1919 
Low | High Low High Low High Low High Low High Low High 
Absorbers, Shock eee ee Set Sad $9.60 13.50 13.50 13.50 13.50 18.00 13.50 18.00 
Automobiles, Ford—Runabout.... . Ea. $490.00 490.00 390.00 390.00 345.00 345.00 435.00 500.00 500.00 | 500.00 
With Starter. . ae heia bo0.n's'v ee Reo scapes oles ein Sees decile aka xeu PRE ROWS ei Le RSP pew |... negekaene 
Automobiles, Ford —Touring Ea. $490 00 490.00 440.00 440.00 360.00 360.00 450.00 525.00 525.00 525.00 
With Starter....... itwabeseneterccmna || Mpeenentaasanenesteutd ee Pee ee PRCT We ae, v7 OTT TEP Ce ere TT er Ter cahebe 
De TN vais 5555 cieddscass Ea. 12¢ 14¢ “14¢ 24¢ 20¢ 214¢ 214¢ 244¢ 244¢ 27h¢ 274¢ | 27h¢ 
Belts, Fan—Ford Badger..... . . Doz. $1.60 1.60 1.60 1.60 1.60 1.60 1.60 1.93 2.06 2.06 2.06 2.06 
Blades, Hack Saw—6” Star. Gro. $2.30 2.30 2.30 2.30 3,47 3.53 3.53 5.15 5.07 5.07 5.07 5.07 
Bolts, Stove........ '% 90 90-10 90-5 8E%o 70-5 70-10 70-5 70-10 70-10 70% 0-5 7 
Boxes, Tool—Ford Globe. . Ea. $1.00 1.30 85¢ 1.00 i. 1.20 1.05 1.20 1.20 1.20 1.00 1.40 
Bumpers, Auto—No. 7 Lyon...... Ea. : a0 Newer ahn es Ciyh heeD $4. 4.05 4.05 4.73 4.05 5.00 5.00 5.00 
Bushings, Auto—No. 2713.. Per M : oe Fee eee $60.00 70.00 60.00 70.00 55.00 60.00 49.00 58.00 
Celluloid—20°x36"x.015. i Sheet 40¢ 40¢ 38¢ 39¢ 44¢ 53¢ 48¢ 60¢ 60¢ 60¢ 66¢ 98¢ 
Chains, Tire—Weed ies 30° x34". NS Sr: Pore? SAR 6 Po TP 5 2.85 2.85 2.85 2.85 3.30 3.30 2.68 2.68 
Chamois—24 "x27" Kip ee eee es MRR $24.75 30.94 32.51 32.51 33 .58 36.80 34.50 34.50 
Coppers, Soldering... Lb. 19}¢ 27¢ 194¢ 27¢ 29¢ 4i¢ 87c 45}¢ 36¢ 44¢ 26¢ 40¢ 
Cotters, Spring...... 190-60-%10% 4o-5 ‘io “io $90-60-%0-5 90-40 90-40 90-: 90-30-5 90-25 90-40-10-5 90-30 
Drills, Carbon... .. 75-%0-5%| 75-Ho-5 75-10-10 60-10-5 70 60 60 50-5 60 50-5 50-10-5 50-5 
Drivers, Screw—Per F. Hdle.. 60% 60 60 60 60 50-10 50 40-10 40-5 40-5 40-10 40-10 
Extinguishers, Pyrene—1 Qt.. Fa. ne veces e sf $4.66 5.25 4.66 4.90 4.66 7.00 6.66 6.66 5.70 5.70 
Frames, Hack Saw—No. 6 M.F.Co. Doz. $7.49 7.55 7.55 7.55 7.55 9.00 [--9.00 11.35 11.35 13.63 13.74 14.31 
Gaskets, Cyl. Head—Victor. . Ea. weseeles x bale iigre ned 25¢ 25¢ 23¢ 24¢ 23¢ 43¢ 17¢ 24¢ 
Gauges, Tire—Schrader...................] 100 SR chandh seis seein Hee ac eke $53.74 67.00 53.74 75.50 75.50 77.60 
Horns, Hand—Stewart.......... Ea. $2.00 2.00 2.00 | 2.00 1.80 1.80 1.80 1.80 1.75 1.75 2.25 2.70 
Insides, Valve—Schrader.... . Per M aR ete F , 2. $20.00 24.00 23.70 34.77 26.70 34.77 31.30 31.30 
Jacks, Auto—No. 2 Hartford. . .] Ea. $3.90 3.90 3.90 3.90 4.80 4.80 4.80 4.80 4.80 6.25 6.25 6.25 
Lenses, Auto—Ford-Warner. . | Pr. 5.3 Bk Se ahs $1.92 1.92 1.75 1.82 1.75 1.75 1.75 1.75 
Lining, Brake—Thermoid...... ‘ eee ; Fm 75-206 75 75 60-10 60-10-10 55 60 60 60-15 60-5 
Lifters, Valve—Favorite...................] Ea. ; ol 33a¢ 374¢ 374¢ 37h¢ 37h¢ 41i¢ 50¢ 50¢ 52g | 52¢ 
Metal, Babbitt—No.4................ CWT. 75 4.80 4.80 10.50 7.25 10.50 6.75 13.00 7.50 9.50 5.85 9.25 
Petroleum, Penna. Refd...............,-. $1.45 2.50 1.35 2.25 2.25 2.85 2.85 3.75 3.75 4.00 4.25 5.00 
Plugs, Spark—Champion X...... ; a iy Aaa ‘Napanee 25¢ 25¢ 25¢ 25¢ 30¢ 30¢ 33¢ 33¢ 38¢ | (38¢ 
Rubber, Up River Fine... . Pas Lb. 16}¢ 184¢ 27¢ 27¢ 24¢ «CO 50¢ 
Screws, Cap......... 80-10-5°% | 70-%0-74-5] 80-10-5 70-10-10 | 70-10-74 60-24 50-10-5 50 50-10-5 50 60-10-5 65 
SI isincics snide kbhaenens 85-10% | 75-tie-7}-5 85-10 75-10-10 | 70-10-10 65-24 50-10-10 50 50-10-10 50 7 65-10 
Solder, 40/60. CWT. $14.20 15.00 15.02 27.37 18.30 27.35 20.30 41.7 31.75 48.83 24.68 33.80 
Speedometers, Stewart—No. 150-D.. Ea. $6.00 6.00 5.00 5.00 5.00 5.25 5.75 5.75 5.75 5.75 5.65 5.65 
Tape, Friction........ . | Lb. 16¢ 17¢ 16¢ 17¢ 16¢ 17¢ 19¢ 24¢ 24¢ 38¢ < 35¢ 
Tires, Auto—Goodrich, Cons. List, 80°x34! .. | Ea, ‘ Race $15.40 15.40 15.40 15.40 14.70 18.25 20.65 20.65 18.70 18.7 
Tubing, Copper ge . | Lb. 22¢ 34¢ 22¢ 34¢ 35¢ 494¢ 30¢ 494¢ 38¢ 42¢ 28¢ The 
eg ES Reg Set Nee SAREE Cone Bee at $12.10 12.10 12.10 13.69 12.25 14.11 14,11 14.11 
Wool, Steel—A.T.Co............... Gro. $6.50 6.50 - ay 7.00 6.25 8.75 7.25 8.50 7.75 7.75 7.75 9.00 
New Lis' 
Wrenches, Engineers ................--- 60-%0% 60-240 60-410 60-0 50-410 50-%o 45-Ho 334-%o 334-Ho 25-%o 25-Ho 334-10 
Wrenches, Pipe—Stillson . hv nipb Rooter: cam 80-5% 80-5 80-5 80-5 80-5 75 70-10 70 663 663 70 664 
gare arena MM inne 
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already been made, and it is reported 
that many employers are planning to 
post additional notices of wage cuts 
during the first part of this month. 
It is generally regarded, because of 
the disorganization that exists in the 
local unions, that there is little danger 
of the prevailing difficulties spreading 
to other parts of the country, although 
it has been pointed out there are al- 
ways possibilities of this happening. 

The coal strike, another disturbing 
element affecting business conditions, 
is not regarded with any anxiety in 
New York, as it is believed a settle- 
ment will be reached before the supply 
of coal is seriously affected. 

The importance of increased railroad 
buying, which has long been antici- 
pated, is being stressed by market ob- 
servers. According to a recent report, 
“If orders continue to be placed at 
the present rate, 1922 will prove to be 
the biggest year in the freight car 
building industry since 1906. Inquiries 
are in the market for more than 41,000 
freight cars.”” Renewed interest is also 
reported for supplies of all kinds. 

It is interesting to note also that car 
loadings since January 1 show a steady 
gain, the highest figure being reported 
for the week ending March 11, which 
had a total of 829,128 cars. Railroad 
earnings are materially increasing. 
February earning statements of forty 
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railroads show an aggregate net oper- 
ating income for that month of $31,- 
891,106, compared with an operating 
deficit of $4,216,175. At this rate it 
is estimated that the railroads of the 
country are earning close to 6 per cent 
on their tentative valuation of prop- 
erty. 

Local jobbers’ sales of seasonable 
goods are increasing daily, and the 
demand for staple articles is reported 
to be consistently good. Dealers, gen- 
erally, however, it should be observed, 
are buying in small quantities. Orders 
are small, but numerous. 

Steadily increasing interest is re- 
ported by local firms for automobile 
accessories, particularly for all kinds 
of repair parts and tools. 

Among the important price changes 
reported by local jobbers during the 
past week were the following: 

Sash weights have been reduced by 
some of the local wholesalers ‘2c. 
per lb. The base price that is now 
being quoted is $2.50 per 100 Ib. 


The base price on sash cord in the 
local market ranges from 30c. to 35c. 
per lb. 

Cut nails were 
by some of the 
the past week, 
quoted at $3.90, 
New York stock. 


reduced 15c. per keg 
local jobbers during 
and are now being 
base, per keg, from 
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Clothes line wire has been reduced 
approximately 10 per cent. 

Stove bolts have been advanced by 
some of the local jobbers 10 per cent. 
Market quotations in this section on 
stove bolts range from 80 to 80, 10 per 
cent. This change, however, has not 
as yet been made generally effective. 

Glazier points have been reduced 15c. 
per doz. on 4-lb. lots, and 30c. per doz. 
on ¥2-lb. lots. Quarter-pound lots are 
now being quoted at 60c. per doz., ',-Ib. 
lots, $1.10 per doz. 

Jobbers report the following an- 
nouncements from manufacturers: 

An advance of $2 per ton on steel 
wire rods is reported to have been 
made March 29 by some of the leading 
interests. 

The American Casting & Mfg. Co., 
Brooklyn, N. Y., is reported to have 
made a slight advance on lead washers, 
effective March 27. 

Enterprise Mfg. Co., Philadelphia, 
Pa., is reported to have issued new list 
prices applying to its catalog. No. 20, 
effective April 1. 

Foster Rubber Co., Boston, Mass., is 
reported to have made a reduction of 
approximately 6 per cent on rubber 
heels. 

Some of the leading manufacturers 
of the cheaper competitive grades of 
sash cord are reported to have made a 
reduction of lc. per lb. 
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Compiled by the Biddle Purchasing Co. 
New York, Pittsburgh, Chicago, San Francisco 
1920 iO: H1 1922 
| } | | } | 
Low | High Jan. 1 Feb. 1 Mar. 1 Apr. 1 May! | Junel July 1 | Aug. 1 | Sept. 1 | Oct.1 | Nov. 1 Dec. 1 Jan. 1 Feb. 1 Mar. 1 Apr. 1 
RE ee, ee LLY Ae as ee pected pct eee 
$18.00 | 18.00 | $18.00! 16.00; 16.00} 12.00} 12.00] 12.00] 12.00| 12.00} 12.00 | 12.00| 12.00 | 12.00 12.00 12.00} 12.00} 12.00 
$395.00 | 500.00 | 395.00 | 395.00 | 395.00 | 395.00 | 395.00 | 395.00 | 370.00 | 370.00 | 325.00] 325.00| 325.00) 325.00] 325.00| 319.00] 319.00]........ 
Be. cael 465.00 | 465.00 | 465.00 | 465.00} 465.00 | 465.00| 440.00 | 440.00} 395.00] 395.00| 305.00} 395.00] 395.00| 389.00] 389.00 |. 
$440.00 | 525.00 | 440.00 | 440.00 | 440.00 | 440.00 | 440.00 | 440.00] 415.00 | 415.00 | 355.00 | 355.00| 355.00 355.00} 355.00} 348.00 | 348.00 |. 
a = 510.00 | 510.00 510.00 510.00 510.00 510.00 485 .00 485 .00 425 .00 425 .00 425.00 425 00 425 .00 418.00 418.00 |. 
274¢ | 30¢ 30}¢ 30}¢ 304¢ 304¢ 30}¢ 254¢ 254¢ 254¢ 25¢ 25e 25¢ 25¢ 25¢ 25¢ 25¢ 
$2.06 | 2.06 19}¢ 19}¢ 19}¢ 18}¢ 184¢ 18}¢ 18}¢ 18}¢ 18}¢ 184¢ | 17¢ | 17¢" 17¢ 17¢ 17¢ 
5.07 5.07 $4.8! 4. 4. 4 4.80 4.80 4.80 4.80 4.80 | 4.00 | 4.00 4.00 4.00 4.00 4.00 |.. .. 
75-10% 75-10 § 75-10-10 | 75-10-10 | 75-10-10 | 75-10-10 80-10 80-10 80-10 80-10 80-10-10 | 80-Ho-5 | 80-05 80-210-5 80-%0-5 80-Ho 80-%0-5 | 80-*10-5 
$1.40 | 2.05 2.05 2.05 1.80 1.80 1.80 1.80 1.80 1.80 1.60 1.60 1.35 1.35 1.20 1.20] 1.20 1.20 
$5.00 | 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 4.70 4.70 4.70 4.70| 4.70 
$51.00 | 56.40 54.00} 54.00] 54.00] 54.00] 54.00] 54.00} 50.00| 50.00} 50.00] 50.00 50.00} 50.00 50.00 50.00 | 50.00 Ae 
98¢ 98¢ 9l¢ 9l¢ 9l¢ 9l¢ 9l¢ | 91¢ 9l¢ 9i¢ 91¢ 9l¢ Ol¢ 9l¢ 9l¢ 9l¢ 91¢ 
2.85 | 2.85 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56 2.56| 2.56 
$34.50 | 36.80 27.60} 27.60] 27.60} 26.92] 26.92) 26.92| 26.92] 26.92] 26.92] 26.92 24.04 24.04 24.04 24.04 | 24.04 
25¢ 30¢ 25¢ 2Bh¢ 22¢ 22¢ 21¢ 19¢ 19¢ 18¢ 17}¢ 17h¢ 17}¢ 17}¢ 174¢ 18¢ 18}¢ 
90-40-10°% | 90-20 | 90-30-10 | 90-30-10 |90-30-10-5|90-30-10-5| 90-30-10 |90-30-%0-5|90-30-%ie-5|90-30-%i0-5| 90-40-%0 | 90-40-%0 |90-40-%0-24|90-40-%1e-24]90-40-Hio-5 | 90-40-4i0-5|90-40-Sio-5 
rat 50 50 50 50 | 50 5 60 60 60 60 65-5 65-5 65-5 
40-57% 
$5.70 5.70 5.70 5.70 5.70 5.70 | 5.70 5.70 5.70 5.70 5.70 5.70 5.70 5.70 5.70 5.70 5.70 
$14 31 15.75 15.75 15.75 15.75 15.75 15.75 15.75 15.75 15.75 15.75 15.75 15.75 14.16 14.16 14.16 14.16 |. 
22¢ 25¢ 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 22.00 | 
$74.25 77.60 76.10 76.10 76.10 76.10 76.10 76.10 76.10 76.10 76.10 68.00 68.00 68.00 68.00 68.00 68.00 
2.25 2.25 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 2.50 
$31.30 34.25 32.60 32.60 32.60 32.60 32.60 32. 32.60 32.60 32.60 28 .00 28.00 28.00 28.00 28.00 28.00 
$6.25 6.25 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 5.00 6.00 6.00 6.00 6.00 6.00 6.00 |. 
$1.75 1.75 1.75 1,75 1.75 1.75 1.75 1.75 1.75 1.75 1.75 1.68 1.68 1.55 1.55 1.50 1.50 |. 
60-5% 60-5 60-5 60-5 60-5 60-5 60-5 60-5 60-5 60-5 60-5-10 | 60-5-10 | 60-15-10 60-15-10 | 60-15-10 | 60-15-10 | 60-15-10 |. 
52¢ 52¢ 68¢ 68¢ 68¢ 68¢ 68¢ 68¢ 68¢ 52¢ 52¢ 52¢ 52¢ 52¢ 52¢ 52¢ 52¢ . 
$5.50 9.25 5.50 5.75 5.00 4.50 5.00 5.00 4.75 4.75 4.75 4.75 4.75 4.75 4.70 4.70 4.95 |. 
$5.00 6.10 5.00 5.00 3.00 3.00 3. 3.00 2.25 2.25 2.25 2.50 3. 4.00 4.00 3.25 3.25 
38¢ 38¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 37¢ 35¢ 35¢ 35¢ 35¢ 
12¢ 28¢ 18¢ 18¢ 17¢ 17¢ 17¢ 164¢ 15}¢ 17¢ 17}¢ 20}¢ 22¢ 234¢ 23¢ 17¢ 17i¢ 
65-10-10% 65 70 70 70 70 70-10 70-10 70-10 70-10-10 75-10 75-10 80-10 80-10 80-10 80-10 80-10-10 
5% 65-5 70-10 | 70-10 | 70-10 | 70-10 | 70-10 | 70-10 | 70-10 | 70-10-10 | 75-10-5 | 75-10-5 85 85 85 85 85 
15.67 | 31.70 16. 17.3 16.50] 15.50] 16.00] 16.00] 14.75| 13.75| 13.75 | 13.75 14.00 15.00 16.00 15.75 | 15.25 | 
7.5Q 7.50 7 7. 7.50 7.50 7.50 7.50 7.50 7.50 7.50 7.50 7.50 7.50 7.00 7.00 7.00 
40¢ 50¢ 45¢ 40¢ 38¢ 35¢ ¢ 34¢ 34¢ 33¢ 33¢ 32¢ 30¢ 28¢ 28¢ 28¢ 30¢ 
$23.20 23.20 20.00 20.00 20.00 20 17.60 17.60 17.60 17.60 17 .60 17.60 14.40 14.40 M4. 14.40 code 
26¢ 32¢ 26¢ 244¢ 224¢ 22¢ 22¢ 22¢ 22¢ 22¢ 194¢ 194¢ 204¢ 21¢ 21}¢ 214¢ 203¢ 
$21.16 23 55 21.16 21.16 19.90 19.90 19.90 19.90 17.60 17.60 15.50 15.50 15.50 13.90 12.15 12.15 12.15 
$8.00 10.00 8.00 8.00 8.00 8.00 8.00 8.00 8.10 8.00 8.00 8.00 8.00 8.00 7.75 6.75 6.75 
25-10% | 334-10 [20-10-10-5]20-10-10-5/20-10-10-5| 20-10-10-5|30-10-10-5|30-10-10-5|30-10-10-5 |30-10-10-5|30-10-10-5|30-10-10-5| 30-10-10-5| 40-10-10-5] 40-10-10-5) 40-10-10-5/40-10-10-5)........ 
663% 474-25 474-25 55-25 55-25 55-25 55-25 55-25 55-25 55-25 55-25 2. 60-25 60-25 60-25 60-25 60-25 
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Office of HARDWARE AGE, 
1505 Otis Bidg., 
Chicago, April 1. 
OME very satisfactory results 
S were obtained in the drive for jobs 
for unemployed veterans last 
week. Nearby cities are co-operating 
and report employers are doing every- 
thing possible to give work to unem- 
ployed veterans. 

The building boom seems to be get- 
ting a fair start in this vicinity. For 
the week ending March 23, 316 per- 
mits were issued against 202 for the 
same period last year. Building con- 
tracts awarded in the twenty-seven 
Northeastern states during the week 
ending March 17 amounted to $71,105,- 
100. This was greater by 2 per cent 
than the largest weekly total in 1921 
and was far in excess of the amount 
reported for any previous week this 
year. 

Judge Gary has announced that gen- 
eral business is definitely on the up- 
grade. He takes a very optimistic view 
of conditions, not only in the steel in- 
dustry but of business conditions gener- 
ally. He has stated that Corporation 
steel prices will follow those fixed by 
the independents. 

“Merchants’ Week” was responsible 
in a measure for the increased number 
of buyers in the market last week. 


Visitors express confidence and the im-: 


pression to be gathered from them is 
that stocks are in a healthy condition. 
Big retail stores are reporting quiet 
trade. Wholesale trade does not show 
much change one way or another. 

It is believed that hardware inquiries 
from farmer trade have been increas- 
ing due to recent produce advances. 
Small quantity orders with instructions 
for prompt shipment still predominate 
this market. This tends to show stocks 
are being kept as low as possible and 
merchants are buying only as needed. 

The Chicago Federal Reserve Bank 
has reduced discount rates from 5 to 
4% per cent, due to strength of the 
money market. Car loadings are show- 
ing a decided improvement. 


Automobile Accessories.——Sales are 
showing nice increases as season opens. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 46 Reliable jacks, $2.65 each; 
lots of 10, $2.55 each; Twin-cylinder foot 
pumps, $1.35 each; doz. lots, $15; Simplex 
jacks, No. 36, $1.75 each; doz. tots each, 
$1.60; Weed chains, single lots, 25 per cent 
discount; doz. lots, 33% per cent discount ; 
Gray inner tubes, 30 x 3%, $1.35 each; Red 
inner tubes, 30 x 3%. $1.90 each: Bethle- 
hem spark plugs, 36c. each; Bethlehem 
spark plug, mica type, 60c. each ; Bethlehem 
spark plug, standard porcelain type, 58c.; 
Splitdorf plugs, 58c. each; lots of 100, 56c. 
each; Splitdorf plugs, special for Fords, 
50c. each; lots of 100, 48c. each; Champion 
X plugs, 45c. each; lots of 100, 43c. each; 
Champion 0 plugs, 53c. each; lots of 100, 
50c. each; Hercules Giant, 60c. each; Her- 
cules Junior, 35c. each. 


Axes.—Orders are starting well, 
based on fall prices, which were an- 
nounced four weeks ago. The figures 
are considered safe for present or next 
season’s requirements. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality single bitted unhan- 
dled axes, 3 to 4 lb. $11 base; double 
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bitted, $16 doz. Sam i a quality black, 
unhandled axes, weight, single 
bitted, $10 base; ‘single t pitted handled axes, 
$11.75 to $19 per doz., according to quality 
and to grade of handle. 

Alarm Clocks.—The demand is good 
and price changes seem unlikely. This 
is fast becoming a standard line in 
every hardware store. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Blue Bird, $13.20 doz. lots; case 
lots, $12.84: Bunkie, $21.48 doz.-lots; case 
lots, $20.16; Lookout, $13.20 doz. lots; case 
lots, $12.84 doz.; Sleepmeter, $15.12 doz. 
lots; case lots, $14.64 doz. 


Bicycles and Tires.—Indications con- 
tinue favorable for an active season. 
Demand is increasing daily as spring 


approaches. Merchants have held off, 


placing orders and May 1 should see 
this line very active. 


Builders’ Hardware. — Business is 
keeping up nicely and sales are most 
satisfactory. Continued building ac- 
tivities are responsible. 


Copper Rivets and Burrs.—No change 
in the situation. Prices are low, at just 
about the pre-war basis. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Copper rivets and burrs, 50 per 
cent discount. 


Chains.—The demand is better all 
around, and prices quite firm. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $8 per 100 
lb.; weldless coil chains, 50-10 per cent off 
list; No. 00, 4% electric welded cow ties, 
$2.65 per doz 


Cutlery.—Sales are showing increases. 
It is believed the demand will continue. 


Eaves Trough and Conductor Pipe.— 
Increased activity in this item is noted. 
Slightly higher prices are looked for. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29 gage, 5 in. lap joint eaves 
trough, $4.30 per 100 ft.; 29 gage, 3 in., cor- 
rugated conductor pipe, $4.50 per 100 ft.; 
corrugated 3 in. conductor elbows, $1.55 
oz. 


Files.—The demand is still showing an 
increase over other months and less 
shading of prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: American files, 70 per cent off 
list; Nicholson files, 50-10-10 per cent off 
list ; Disston files, 50-10-10 per cent off list ; 
Black Diamond files, 50-10 per cent off list. 


Flint Paper and Cloth.—Stocks are 
moving as well as could be expected. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: First quality flint paper, No. 0, 
$4.25 per ream; first quality emery cloth, 
No. 0, $25.50 per ream. 


Galvanized Ware.—These lines are 
moving satisfactorily with increasing 
business as the season progresses. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Galvanized tubs, standard, No. 0, 
$4.75 per doz.; No. 1, $5.75 per doz.; No. 2, 
$6.50 per doz.; No. 3, $7.60 per doz.; 
medium grade heavy galvanized tubs, No. 
100 S, $9.50 per doz.; No. 200 S, $10.50 per 
doz.: No. 300 S, $12 per doz.; common 
galvanized pails, iw $1.8 per doz.; 
10-qt., $2 per doz.; 12-qt., $2.20 per doz..: 
14-qt., $2.50 per doz.; common galvanized 
stock pails, 16-qt., $4.25 per doz.; 18-qt., 
$4.75 per doz. : 


Glass and Putty.—Sales are still ac- 
tive. Building activity will increase 
orders. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A and _ single 
strength B. up to 25-in. bracket, 86 per 
cent off. Single strength A and single 
strength B, over 25-in. bracket, 85 per cent 
off. Double strength A, all brackets, 85 per 
cent off. Double strength B. all brackets, 
87 pér cent off. Putty in 100-Ib. kits, $3.65; 
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commercial putty, $3.60; glaziers’ points 
Nos. 1, 2 and 3, one doz. packages, 65c. 


Hatchets.—Prices are apparently firm, 
and on the cheaper grades are con- 
sidered very favorable. Buying has 
been more general, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Size 2, extra quality, broad 
hatchets, $16 per doz.; competitive grade, 
$12 doz.;: warranted shingling hatchets, $12 
doz.; competitive forged shingling hatchets, 
$8 doz. 

Hammers.—Sales are considerably 
better. No early changes are in pros- 
pect. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $12 per doz.; competitive forged nail 
hammers, $6 to $9 per doz.; cast steel ham- 
mers, $4 per doz. 


Hickory Handles.—Unusually good 
sales reported with no indication of 
price changes. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 1 hickory axe handles, $3 
doz.; No. 2, $2 doz.; finest selection second 
growth white hickory, $6 doz.; special 
second growth white hickory, $4.50 doz.; 
No. 1 hatchets and hammer handles, 80c. 


doz., second growth hickory: hatchet and 
hammer handles, $1.20 doz. 


Hose.—Buying is general, but only 
covers the probable sales for the first 
few weeks of the season. A dry season 
will bring in a large quantity of orders. 
Prices are unchanged. It is too early 
to report much activity. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. molded reel hose, good 
quality, 13%4c.; = -in. 3-ply good quality 
duck hose, 13%c.; %-in. 4-ply good quality 
duck hose, 16c.; % -in. 5-ply multiple hose, 
10%e. 

Incubators.—Jobbers report sales are 
still about 50 per cent above normal. 
This line is enjoying an unusual run. 
Prices are steady. Eggs and poultry 
pay handsome profits and more people 
are being daily interested. Factories 
are getting behind on some numbers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Queen line incubators, 35 per 
cent; Brooders Stones, 30 per cent. Manu- 
facturers look for a large demand. 

Lawn Mowers and Grass Catchers.— 
Demand is increasing as the season 
opens. Small orders have been the rule, 
but once sales start orders will come 
in good quantities. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 12-in., $5.20 each net; 14-in., $5.50 
each net; 16-in., $5.85 each net; 18-in., 
$6.20 each net. Ball bearing lawn mowers, 
4 blades, adjustable bearings, 8-in. drive 
wheel, finished in gold,. aluminum and 
blue, 14-in., $7.50 each net; 16-in., $7.80 
each net; 10%-in. raised open drive wheel, 


._4 tempered steel blades, reel 6-in. diam- 


eter, finished in aluminum, gold and green, 
red and ge striped, $9.50 each net. Same, 
16-in., $9.95 each net: same, 18-in., $10.45 
each net; 20-in., $11.15 each net. 

Grass catchers, wire frame, adjustable 
heavy iron bottom, white duck, for mowers 
12 to 16-in., $10.53 per doz. net. Same for 
mowers 16 to 20-in., $13.13 per doz. net. 

Lanterns. — Orders are extremely 
small, but the demand is fairly good. 

We quote from iobbers’ stocks, f.o.b 
Chicago: Monarch tin lanterns, hot blast, 
$8.25 per doz.; No. 2 Dietz cold blast 
lanterns, $13 per doz.: with large founts, 
$14.25 per doz.; best tubular lanterns, $8.25 
per doz.; Dietz Scout. $6 doz. ; Competition 
lanterns, No. 0 tubular. $6.65 per doz. 

Nuts and Bolts.—Jobbers report an 
increasing demand and sales are nor- 
mal. One of the leading makers has 
advanced prices 10 to 15 per cent, al- 
though prices in this territory remain 


as quoted. 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 60-5 per 
cent off list; small carriage bolts, 65-5 per 
cent off list; large sized machine bolts, 
65-5 per cent off list; small sized machine 
polts, 70 per cent off list: all stove bolts, 
80 per cent off list; all lag screws, 65-5 per 
cent off list. 


Nails.—An increasing demand is 
noted and good weather is holding up 
these sales. An advance is predicted 
by some of the largest manufacturers. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Common wire nails, $3 per keg 
base. 


Paints and Oils.—Little change has 
been noticed in market conditions. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Raw linseed oil, 1 to 4 bbl., 94c. 
per gal.; boiled linseed oil, 96c. per gal.; 
raw linseed oil, 5 bbl. or more, 90c. per gal. ; 
boiled, 92c. per gal.; less 1 per cent 10 days. 
Turpentine in barrels, $1.02 per gal.; de- 
natured alcohol in barrels, 42c. per gal.; 
strictly pure white lead. 100-Ib. kegs, per 
Ib., 124c.; 50-lb. kegs, per Ib., 12%c.; dry 
paste in barrels, 6c. per lb.; pure white 
shellac, 4-Ib. goods in gal. cans, $4.75 per 
gal.; pure orange shellac, 4-lb. goods in gal. 
cans, $4.25 per gal.: English Venetian red, 
in barrels, $3.50 and $6.75 per cwt. 


Roller Skates.—Sales are very large. 
Factories are reported to be unable to 
keep up to the demand. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Boys’ ball bearing roller skates, 
$1.50 per pair; girls’ style, $1.60 per pair. 


Rope.—Orders are for highest quali- 
ty. The line is moving in large volume 
on current orders. Prices are without 


change. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Highest quality manila _ rove, 


standard brands, 17%c. to 18%c. per Ib.; 
No. 2 manila rope, l16c. to 16%c. per Ib. 
base, so-called hardware grade manila rope, 
12%c. per Ib.: No. 1 sisal rope, highest 
quality standard brands. 14%4c. to 15%c. 
per Ib. base; No. 2 sisal rope, standard 
brands, 13c. to 14c. per lb. base. 


Sash Cord.—Prices so far are un- 
changed and the demand has not great- 
ly increased. 


We quote from jobbers’ stocks. f.ob. 
Chicago: No. 7 sash cord, standard brands, 


Office of HARDWARBP AGE, 
410 Unity Building, 
Boston, April 1. 

NCERTAINTY still exists in the 

hardware market, it is true, but 
there is less of it to-day than we have 
had in many months. One has but to 
analyze hardware market reports in 
order to convince himself of this fact. 
In the first place, declines in important 
hardware lines are growing fewer and 
fewer. In the second place, the buy- 
ing public has begun to believe hard- 
ware values have been well liquidated. 
They are beginning to untie the purse 
strings. They have practically stopped 
buying luxuries, confining their pur- 
chases to the more staple articles. In 
the third place, the New England manu- 
facturers of hardware are feeling more 
encouraged than they have before in 
months. Collectively, their plants are 
turning out more merchandise. They 
are selling more goods in the West 
and in the South, and in quite a few 
instance, they are securing export 
business. 
It is true there are a large number 
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$8.45 doz. hanks; No. 8 sash cord, standard 
brands, $9.75 per doz. hanks. 


Sash Weights.—Sales grow better as 


the building season opens. Prices are 
considered favorable. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Sash weights per ton, $36. 


Screen Doors.—An active interest in 
this item is being shown. To-day’s 
prices are considerably under those of 
a year ago. A few warm days will see 
a large retail business. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Three panel %-in. 2-ft. 6-in. x 
6-ft. 6-in. plain doors, $18.40 per doz.; four 
panel, %-in. 2-ft. 6-in. x 6-ft. 6-in. plain 
doors, $20 per doz.; five panel, 1%-in. 2-ft. 
6-in. x 6-ft. 6-in. plain doors, $21.65 per 
doz.; four panel, 1%-in. 2-ft. 6-in. x 6-ft. 
6-in. fancy doors, $29.70 per doz. 

Screws. — Manufacturers announced 
increases this week, but local prices have 
not yet changed. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Flat head bright screws, 85-12% 
per cent off list; round head blued, 85 per 
cent off list; flat head brass. 80-15 per cent 
off list; round head brass, 80-5 per cent off 
list; japanned, 80-5 per cent off list. 

Steel Goods.—Future orders for ship- 
ment this spring were smaller than the 
previous year. Some dealers are just 
ordering their requirements and a great 
improvement in movement is reported. 

Stove Pipe and Elbows. — Better 
grades are being specified on orders for 
fall shipments. Prices are considered 
well liquidated and are likely to be 
higher rather than lower when the sea- 
son opens. Advance sales are brisk. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-in., 31 $8.75; 
$9.60; 28 gage, $11.85: 26 gage, $14.30; 
6-in. elbows, 30 gage, $1.15; 28 gage, $1.30; 
23 gage, $1.55 per doz. 


Solder and Babbitt Metal.—The mar- 


ket is quiet. No recent changes. Sales 
volume is increasing. 
We quote from jobbers’ stocks. f.o.b. 


Chicago: Warranted 50-50 solder, $22 per 
100 Ib.: medium 45-55 solder, $21 per 100 
lb.; tinners’ 40-60 solder, $20 per 100 Ib.; 
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of New England people out of employ- 
ment, most of them textile mill work- 
ers and a foreign element. In eight 
out of ten cases they have money in 
the bank and if they really want hard- 
ware, can purchase it. Based on sav- 
ings and national bank and trust com- 
pany reports there is a greater pur- 
chasing power in New England to-day 
than there was a year ago. 
mains for the merchant to set that 
power in motion. 

That power insofar as it relates. to 
shelf hardware has been backward of 
late. Reports by jobbers this week, 
however, indicate it has been awakened 
again. Retail hardware dealers are 
buying, not actively, but more freely 
than they have been, which supposedly 
means their business, in turn, is better. 
Mill supply houses are coming ahead 
very satisfactorily. Only a short time 
back they were depending largely on 
public schools and municipalities for 
business. To-day the machine shops 
are the heaviest buyers. By that we 
mean, manufacturing, transportation, 
heating and lighting plants. Maintain- 


It only re-. 
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high speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 Ib. 


Sledges and Eye Hammers.—Sales 
are increasingly good and prices are 
relatively very low. 

f.0.b. 


We quote from jobbers’ stocks, 
Chicago: Striking and B. S., sledges, 5 to 


16 Ib., $8 per 100 Ib. 

Steel Sheets.—Sales are decidedly 
better and somewhat higher prices are 
looked for soon. 


We quote from jobbers’ stocks, f.o.b. 
Chicago (subject to advance): 28 gage gal- 
vanized sheets, $5.15 per 100 Ib.; 28 gage 
black sheets, $4.15 per 100 Ib. 

Sporting Goods.—Fishing tackle and 
baseball goods are enjoying an unusual 
demand. Orders being received in Chi- 
cago for this class of goods are gen- 
erous, and it is believed some of the 
factories will have to hustle to keep 
up the supply. Warm weather will 
bring in large volume. Some _ small 
towns are showing interest in golf. 

Wire Goods.—Sales are increasing. 
No price changes reported. 


We quote from jobbers’ stocks, f 
Chicago: No. 8 black annealed wire, $ 
per 100 lb.; galvanized barb wire, $3.65 per 
100 Ib.; 12 mesh black painted wire cloth, 
$1.90 per 100 sa. ft.; pou'try netting, 56 
per cent off; galvanized after weaving, 51 
per cent off; catch weight spool galvanized 
cattle wire, $3.65 per 100 Ib.: 80 rod spool 
galvanized hog wire, $3.23 ner spool: No. 8 
galvanized plain wire, $3.35 per 100 Ib. 


Wrenches. — Good shipments are 
being made and demand is above nor- 


.0.b. 
2.85 


mal. Prices seem steady. 
We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural wrenches, 60-10 per 


cent; Coes wrenches, 60 per cent from fac- 
tory list; @ngineers wrenches, 40 per cent. 


Wringers.—Sales are better than 
usual and holding up well. Prevailing 
quotations are 50 per cent off list. 

Washing Machines.—Dealers are sell- 
ing more washing machines. It is re- 
ported that manufacturers showed a 
gain in sales in February over the pre- 
ceding month. 


ing shops are.the chief buyers, which 
to the mill supply houses’ way of 
thinking, is the best possible sign. 
Heavy hardware houses also are be- 
ginning to forge ahead in the weekly 
turnover of iron, steel and products. 
The day of their standing still or 
slipping backward apparently has 
passed. They are encouraged. It 
seems, therefore, that the most of the 
uncertainty existing, is in the minds 
of certain people who don’t want to 
be convinced we have turned the corner. 
They have been saying that business 
is poor so long they are still hanging 
on the hope such prognostications will 
materialize, even when their sales 
sheets tell a different story. We are 
entering a period when the hardware 
business ought to be better. It is better. 
Ammunition.—Local jobbing prices 
on Bullseye rifle shot have been re- 
duced 20 cents a case, which develops 
the fact that air rifles and shot are 
selling remarkably well, better in fact 
than some jobbers anticipated. Sport- 
ing goods houses inform us that more 
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public interest is being shown in shot- 
guns than one might expect just now. 
Actual buying is limited, to be sure, 
but people are beginning to look over 
stock, evidently making plans for get- 
ting out into the woods and brush 
later in the year. Cartridges are in 
fair demand, but loaded shells are not 
heavy sellers at the present time. 

We quote from Boston jobbers ‘stocks: 

Ammunition.—Loaded shells, 25 and _1 per 
cent discount; rim fire cartridges, 25 per 
cent discount; center fire cartridges, 18 per 
cent discount. 

Barbed Wire.—The lower prices 
named on barbed wire early in March 
brought out some backward business 
from points outside Boston, but the 
tonnage turnover so far this spring is 
disappointing, according to jobbing in- 
terests. It is strongly intimated in 
well informed circles that prices may 
be advanced within a comparatively 
short time. For that reason, some of 
the jobbing houses are urging retail 
dealers to get under cover. 

We quote from Boston jobbers’ stocks: 
Galvanized barbed wire, 80-rod reels, $4.19 
per reel, 2-ply twisted, 80-rod reels, $3.77; 


galvanized barbed wire, catch weight reels, 
$4.75 per cwt.; 2-ply twisted, catch weight 


reels, $4.75 

For shipment from mill; galvanized 
barbed wire, four point, in car lots, $3.15 
per reel, in less than car lots, $3.40; 2-ply, 


in car lots, $3.15 per reel, in less than car 
lots, $3.40; 2-ply twisted, in car lots, $2.31 
per reel, in less than car lots, $2.48; 80-rod 
reels, in car lots, $2.67 per reel, in less than 


car lots, $2.96; all f.o.b. Pittsburgh. 
Staples, galvanized fence staples, from 
store, $4.75 per 100 Ib. 


Barrows.—The movement of barrows 
out of local stocks is confined largely 
to small individual orders. Retail deal- 
ers are buying only as actual require- 
ments demand and efforts to get them 
to change their stand so far are not 
meeting with very much success. The 
constant pecking at jobbers’ stocks, 
however, is slowly but gradually re- 
ducing them to smaller and smaller 
proportions, for the jobbers, it will be 
recalled did not fill up as heavy as they 
usually do. 

We quote from Boston jobbers’ stocks: 
From stock, garden barrows, standard 
makes, good quality, No. 4, $5.75 each; No. 
5, $6.10; from the factory, six or more, 
f.o.b. factory, No. 3, $5.25 each, No. 4, $5.25, 
No. 5, $5.50. 

Baseball Goods.—This branch of the 
shelf hardware business is one of the 
brightest spots in the market. Base- 
ball gloves are relatively so much 
cheaper than they were last season that 
the retail trade is buying quite freely, 
and local stocks of certain styles are 
near the vanishing point. Bats also are 
selling remarkably well. Apparently 
a large number of retail dealers began 
1922 with few on hand. Baseballs are 
the third most active item in this de- 
partment, while masks, protectors, etc., 
follow. 

We quote from Boston jobbers’ stocks: 


Bats.—Louisville Sluggers, all types, $18 
per doz.; H B branded. Professional 
League, $14.20 per dozen; burnt oil finish, 
$10.80; King of the Field, $7.20; Semi-Pro. 
ag Junior League, $3.60; Cracker-Jacks, 
oe 


Balls.—Harwood Dandy, $1.20 per dozen; 
Boy’s Favorite, $1.75; Young America, 
$2.50; Junior League special, $2.50; Junior 
League, $4; Boy’s League, $4.75; Dollar 
Lively, $7; Professional League, $9; Har- 
wood League, $15; National League, $16.50 


HARDWARE AGE 


Gloves.—Fielders’ gloves, $6 to $39 per 
dozen; catchers’ mitts, $18 to $78 per dozen; 
first basemen’s mitts, $24 to $30 per dozen. 

Bolts and Nuts.—One of the leading 
New England manufacturers of stove 
bolts has notified the local jobbing trade 
of an advance of 10 per cent in prices. 
The other producers have not issued 
new lists, as yet. Inasmuch as most 
of them have been producing stove 
bolts at a loss for some time, however, 
the supposition here is that a general 
advance will shortly take place now 
that one of the most important manu- 
facturers has made an initial step. 
Jobbing sales records show that a fur- 
ther gain was made during the past 
week in the movement of bolts and 
nuts in general. The average order 
coming to hand is small as compared 
with the war days, but up to the stand- 
ard of some former years. They also 
deal with sizes in general, and are 
not running to two or three special 
kinds as they did early this year. 

We quote from Boston Jobbers’ stocks: 
Machine bolts with H P nuts, % x 4-in., 
smaller and shorter cut threads, 60 and 5 
per cent discount, larger and longer, 60 per 
cent discount; with C T D nuts, 50 and 10 
per cent discount; tap bolts, 25 per cent 
discount; add 10 per cent’ discount for 
hexagon heads; common carriage bolts, 50 
and 10 per cent discount; stove bolts, 80 
per cent discount; bolt ends, 60 per cent 
discount; tire bolts, 60 per cent discount. 

Nuts, H P, all kinds, 3c. off list; C P C 
and T, all kinds, 3c off list; semi-finished 
hexagon nuts, 9/16-in. and smaller, 80 per 
cent discount, larger, 70 and 10 per cent 
discount; finished case hardened nuts, 70 
per cent discount; machine screws, nuts. 
iron, list; machine screws nuts, brass, 25 
per cent discount. 

Bottles—American made vacuum 
bottles are going better, according to 
local jobbers, than they have before in 
a long time. The recent reduction in 
prices by the leading manufacturers is 
responsible for the improvement in 
business. Results obtained the past 
fortnight prove conclusively that the 
general public appreciates the Ameri- 
can product because it is far superior 


in every detail to others. 


We quote from Boston jobbers’ stocks: 

Botties.—Thermos, brown steel cases. 
pints, $1.50 list: quarts, $2.50; corrugated 
nickel, pints. $3.50; quarts, $5; smooth 
nickel pints, $4.25; quarts, $5.50; discount, 
25 to 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $t0; leather finish, $11; 
2-qt., black finish, $15; leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No. 404. Verde cop- 
per finish, $14 each, less 30 per cent dis- 
count. 


Clocks.—Just what the connection is, 
does not appear to be quite clear. It 
is a fact, nevertheless, that as we draw 
nearer the time when the daylight sav- 
ing will go into effect, there is a grow- 
ing demand for all kinds and makes 
of alarm clocks. The individual order 
signifies more or less caution on the 
part of the retail dealer, but the num- 
ber of individual orders coming to 
hand is increasing each day. 

We quote from Boston jobbers’ stocks: 


Western line.—American, small lots, 98c. 
each, dozen lots, 95c., four dozen lots, 92c.; 
Sleepmeter, small, $1.30, dozen, $1.26, four 
dozen, $1.22; Jack-o-lantern, small, 
dozen, $1.90, four dozen, $1.85; 
small, $1.79, dozen, $1.75, four dozen, $1. 68; 
Bingo, small, $2.11, dozen, $2.05, four dozen, 
oe 99: Big Ben, small, 28, dozen, $2.2 
two dozen lots, $2.14; Baby Ben, 
$2.28, dozen, $2.21, two dozen, $2.14. 


ay 
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Waterbury line.—Royal, case lots, Tbe, 
each, less than case lots, 80c. to 85c.: Call, 
small lots, $1.30, case lots. $1.23; Vigilent, 
small lots, $1.36, case lots, $1.29; Daybreak, 
small lots, $1.74, case lots, $1.65; C yclone, 
small lots, $2.33, case lots, $2.21. 


Gilbert line.—Wood time clocks, 


dainty 
assortment (six clocks) $13 for six. 


Cutlery.—Pocket knives jobbing out 
at $4 are enjoying a wide circulation, 
More expensive kinds are also selling, 
but not in proportion to the cheaper 
kinds. The volume of scissors sales 
appears to be slowly increasing, but 
here the retail dealer is taking either 
a medium or high-priced article. Job 
lots move hard. Kitchen knives also 
are beginning to show more signs of 
life, but shoe knives and other kinds 
sell rather slowly. Generally speaking, 
however, the cutlery market is more 
encouraging than it was a month ago, 
and there is every reason to believe 
that business will continue to show 
an improvement, for retail stocks are 
badly broken in a great many instances. 


We quote from Boston jobbers’ stocks: 

Carvers.—Landers, Frary and Clark line, 
ivory beef, $3 to $6 per set; ivory breakfast 
or game, $3 to $6; ivory bird, $2.20 to $3.50. 
Universal stage beef, $2.35 to $5.35, others 
as high as $16 per set; stag breakfast or 
game, $2.75 to $8.50, stag bird, $1.70 to 
$3.25. Universal resistain, beef, $4.75 to 
$7.75. 

Kitchen knives.—Landers, Frary & Clark 


line, No. 190 A, $1 per doz.; No. 230, $1.60; 
No. 331, $2; No. 1034, 90c. Kitchen knife 
assortments, No. 333A, $2 per doz. Cooks’ 


forks, No. 203, $3.25 per doz. Cooks’ knives, 
No. 3191-3, $5 per doz. Kitchen slicers, No. 


2014, $4.75 per doz. Butchers knives, No. 
6, $2.45 per doz.; No. 8, $3.70; No. 10, $5.75 
Sticking knives, No. 200-6, $2.50 per doz. 


Boning knives, No. 200-5, $2.15 per doz. 
Skinning knives, No. 200-4%, $2.50 per doz. 

Paring knives.—Universal resistain, No. 
2300A, $2 per doz.; No. 3250, $2.75 per doz. 

Scissors. and Shears.—Heinish line. 
Straight trimmers, Japanned, No. 311, 5%- 
in., $11.80 per dozen; 6-in., $12.60; 6%-in., 
$13.40; 7-in., $14.85; 8-in., $15.75; 8%-in.. 
$16.55; 9-in., $19.75; 10-in., $24.30. Straight 
trimmers, nickeled, No. 312, 5%-in., $14.05 
per dozen; 6-in., $14.70; 644-in., $15.90; 7-in., 


$16.95; 7%4-in., $17.80; 8-in., $18.65; 8%-in., 
$19.70; 9-in., $23.35; 10-in., $28.85. Ladies’ 
scissors, Japanned, No. 511, 4%4-in., $9.95 
per doz.; 5-in., $10.35; 5%-in., $10.65; 6-in., 
$11.30; 6%4-in., $12.10; 7-in., $12.75. Ladies’ 
scissors nickled, No. 512, 4%-in., $11.65 per 
doz., 5-in., $12.10; 5%%-in., $12.45; 6-in., 
$13.25; 6%4-in., $14.20; 7-in., $14.85. Dis- 


.count, 33% per cent. 


Table Cutlery.—Universal line, No. V53. 
medium knives and forks, $5.35 per doz.; 
dessert knives and forks, $5. Nubian ivory 
knives and forks, medium, $4.65; dessert, 
$4.35. Individual steak knives, No. 212, $2; 
No. V712, $7. Solid steel knives with flat- 
wear forks, nickel plated, medium, No. 120, 


$13.80 per gross; No. 121, $14.40; No. 123, 
$14.40; No. 1241, $15.60; No. 1261, $15.60; 
No. 1281, $15.60. Grapefruit knives, No. 
345, $2 per doz.; No. 3450, $4. 


Drills and Reamers.—It now develops 
that rumors of an impending change 
in prices on high speed and carbon 
drills, circulated last week in this mar- 
ket, had some foundation. Manufac- 
turers’ representatives this week have 
intimated to jobbers that a change in 
prices is coming very shortly and that 
it will be downward. According to the 
story told, the change will be a small 
one, however, and it is not quite certain 
just now if all the drill makers will 
be included. Local stocks of drills 
of all kinds are in a healthier condi- 
tion than they have been before in 
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months, and orders for stock are quite 
satisfactory, all things considered. The 
jobbing trade therefore is optimistic 
for the first time this year. 

We quote from Boston jobbers’ stocks: 


Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 60 per cent dis- 
eount; bit stock drills, 50-10 per cent dis- 
eount; center drills, 50 per cent discount; 
drills and countersinks combined, 10 per 
eent discount; ratchet drills, 20 per cent 
discount; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, 1/16 to %-in., plus 15 per 
cent; 33/64 and larger, plus 15-10 per cent; 
all other kinds of drills, 50 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
per cent discount; tapered pins, 40 per cent 
discount; escutcheon pins, 45 per cent dis- 
count; shall fluted rose and socket ream- 


ers, 20 per cent discount. 


Fishing Tackle—As the opening of 
the fishing season approaches, many 
retail hardware dealers are coming into 
the market and buying fishing tackle 
in a fairly liberal manner. Buyers in 
the market to-day, however, really 
overstayed the market as is demon- 
strated by their requests for imme- 
diate deliveries, which are not always 
possible. For instance, a dealer will 
want $100 worth of fishing rods. It 
has been a well established fact for 
some time that manufacturers have 
been unable to keep up with business 
on their books. Naturally their posi- 
tion is reflected in local jobbing stocks, 
and the retail dealer should not expect 
the market to yield immediately to 
his desires. Many of the other fishing 
accessories are hand made, which 
means slow factory deliveries and back 
on jobbers’ books, “ 

Garden Tools.—The three greatest 
kinds of fans in New England to-day 
are the baseball, the radio and the gar- 
den. Seed men are beginning to get 
some flattering business, and retail 
hardware dealers are beginning to sell 
forks, rakes, etc., showing conclusively 
that the home garden fan is beginning 
to get busy. Some of the hardware 
interests are beginning to believe 1922 
will be a bigger garden .tool year than 
anticipated. The high cost of living is 
still a consideration with a large num- 
ber of people, especially in the so- 
called working class. War days and 
gardens proved to many that a saving 
can be made by the cultivation of a 
garden, as well as benefit derived by 
healthy outdoor exercise. Here is a 
small bit of news that should prove 
of interest to every retail hardware 
dealer in New England. Announce- 
ment is made that “Marketing for the 
Home” will be delivered every Wednes- 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, April 3. 
j Ne past week has seen further im- 
provement in the steel trade, both 
in the direction of increased rates of 
operations, and also in the effort to 
lift prices to a basis that will allow 
the manufacturers a fair profit. We 
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day night from the Medford Hillside, 
Mass., radio station, which covers a 
radius of 500 miles. When conditions 
are favorable the message will reach 
points as far away .as Cuba, Prince 
Edward Islands, Michigan and Texas. 
That talk on marketing will make at 
least 30,000 people. in New England 
begin to think about a home garden. 


Hose.—The movement of rubber hose 
out of local stocks is beginning to show 
real signs of improvement. To be sure 
buying is not active, but it is so much 
better than it has been jobbers are 
quite encouraged. Prices for reliable 
rubber hose, so far as can be learned, 
apparently are on bottom. In addition, 
retail stocks are understood to be small. 
For that reason a heavy belated buying 
movement is anticipated within a com- 
paratively short time. 


We quote from Boston jobbers’ stocks: 
Rubber hose, 5-ply, Pointer, %-in., 8%4c.; 
Leader, %-in., 9c.; 5¢-in., 94c.; Olympic, 
(wire wound) %-in., 10c.; Good Luck, %-in., 
lle.; Vigo, 10c.; Milo, 5¢-in., 12%c.; Bull 
Dog, 7-ply, %-in., 14c. In 25-ft. lengths 
add Yc. per foot to above prices. 

Iron and Steel.—Local jobbers have 
made a few small and unimportant 
changes in quotations on iron and steel, 
which simply represent a _ readjust- 
ment of lists to conform with differ- 
ences existing in the various items in 
former years. For instance, soft steel 
kars and refined iron are now quoted 
at $2.40'4 per 100 lb. base, whereas 
heretofore they were listed at $2.55', 
and cold rolled steel rounds are now $3, 
contrasted with $3.30 heretofore. The 
demand for iron and steel continues to 
show improvement. It naturally could 
be better, but it is considerably ahead 
of what it was two months ago, and 
giving every indication of improving 
still more. 

We quote from Boston jobbers’ stocks: 

lron.—Refined, $2.40% per 100 Ib. base; 
best refined iron, $4.25; Wayne iron, $5.50; 


Norway iron, $5.50. 
Steel.—Soft steel bars, $2.40% per 100 lb. 


base; flats, $3.054%4: concrete bars. "lain, 
stock leneths, $2.55% ; anvles channels an‘ 
beams, $2.40%; tire steel, $3.35 to $4.25; 


open-hearth spring steel, $4 and $5.50; steel 
bands, $2.90 to $3.53; steel hoops, $3.31%; 
cold rolled steel, $3 to $3.50; toe calk steel, 
$5. 


Lamps.—The Hygrade Lamp Co, 
Salem, Mass., reduced list prices on 
practically all Hygrade lamps April 1 
and is now issuing new price lists to 
the trade. 

Nails.—A strong feeling persists in 
local jobbing circles that wire nails 
will be advanced by the mills within a 
short time. This feeling has been im- 
parted to retail dealers that usually 
carry large stocks, and as a result there 
is a slightly better movement out of 
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noted in our reports early in March 
that demand was getting better, also 
that prices were becoming firmer. 
About March 15, the real heavy buying 
started, and by the end of March had 
reached proportions that surprised the 
mills, and gave them the incentive to 
mark up prices on certain products that 
were regarded as too low, and that 
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local stocks. The recent reduction of 
25c a keg in cut nails also has had its 
influence on business in such. Local 
jobbing stocks are in fairly good con- 
dition, but not as large as they were 
a month ago. 


We quote from Boston jobbers’ stocks: 
Wire nails, per keg from the store, $3.25 
base, f.o.b. Boston; direct from mill ship- 
ments, in car lots, $2.50 per keg base; 


in less than car lots, $2.75 per keg base; 
cut nails, $3.90 per keg base; galvanized 
cut nails, $7.50 base. Cement coated nails 
$2.75 per keg base. 

Skates.—Local jobbers have no diffi- 
culty whatever in selling all roller 
skates as fast as they are received. As 
a result the market keeps well cleaned 
up on the more desirable makes. Manu- 
facturers are behind on orders, and 
in some instances have taken on addi- 
tional help in an effort to clean up 
orders on books before beginning on 
the next season’s ice skates make. 

Screws.—Many people in this terri- 
tory have cultivated the radio bug. 
That applies to people from the con- 
sumer to the manufacturer class. More 
and more are going in for the manu- 
facture of radio appliances almost 
every day and many others are con- 
sidering taking the step. This activity 
coupled with a general improvement 
in operations among machine shops 
throughout New England has resulted 
in a steady improvement in the demand 
for both wood and machine screws. 
Orders for 1000 gross wood screws are 
beginning to be booked, which reminds 
one of business in the old prosperous 
days. 


We quote from Boston jobbers’ stocks: 
Wood Screws.—Iron, bright, flat, 82% and 
20 per cent discount print; flat head blued, 
82%, and 20 plus 5 per cent discount; 
round head blued, 80 and 20 per cent dis- 
count; flat head brass, 77% and 20 per cent 


discount; round head brass, 75 and 20 per 


cent discount; flat head galvanized, 67% 
and 20 per cent discount; round head 
nickle 70 and 20 per cent discount. 
Machine Screws. etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless, 75 and 10 per cent dis- 
count; cap screws, square and hexagon, 
75 per cent discount, fillister, 40 and 10 


per cent discount; flat 30 per cent discount; 
button head, 20 per cent discount: lag 
screws, 50 per cent discount: iron machine 
screws, flat and round head, 70 per cent 
discount; fillister, 45 per cent discount: 
flat and round head brass. 40 per cent dis- 
count; fillister, 35 per cent discount. 

Zine.—An additional drop of 1% cent 
a pound in zinc is announced, making 
a total of 4% cent within the past fort- 
night, and of 334 cents since November, 
1921, when the present downward 
movement began. Sheet zinc in 600 Ib. 
casks is now quoted in a jobbing way 
at 8% cents a lb., in 200 lb. lots at 9 
cents, in 100 lb. lots at 914 cents, and 
in broken lots at 9%, cents. 


did not permit a fair profit to the 
makers. In the last two weeks of 
March, there were advances in prices 
on most of the heavy finished steel 
products, the last one being an ad- 
vance of $2 per ton in prices of wire 
rods, and this is taken to mean that a 
general advance in wire and wire nails 
may be looked for early in this month. 
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Other finished steel products are in line 
for an advance, and announcement may 
come out at any time. 

Operations of the iron and _ steel 
plants continue to increase, and at this 
writing, the Steel Corporation is 
operating its many steel plants at 
about 70 per cent of normal capacity, 
while the independent steel companies 
are running at about 65 per cent of 
normal capacity. The Carnegie Steel 
Co. is getting ready to operate as soon 
as they can be m- 76 ready, no less than 
nine mere biast furnaces, starting up 
several furnaces that have been idle 
for about two years. Some independent 
steel companies that have blast fur- 
naces, are getting ready to start up 
more stacks, and the output of pig iron 
in April will show a heavy increase 
over March. At present, more pig iron 
is being made in this country than at 
any time in the last eighteen months. 
This is also true of semi-finished steel 
in the forms of billets, sheet bars and 
slabs, from which the finished steel 
products are rolled. 

As noted in several previous reports, 
the railroads continue to be heavy 
buyers of steel rails, cars and other 
track equipment. Last week, the Nor- 
folk & Western Railroad placed orders 
for 4000 cars, and inquiries are in the 
market now from leading railroads for 
over 50,000 cars of various types. Al- 
ready this year, more -orders for cars 
have been placed than over all of last 
year, and much heavy buying will be 
done by the railroads over the next two 
or three months. The Atchison Rail- 
road has placed orders for 10,000 tons 
of steel rails, and other roads have 
placed about 30,000 tons, mostly to be 
rolled by rail mills of the Steel Corpo- 
ration. An inquiry for 6000 tons of 
standard steel rails for Japan is pend- 
ing, and is likely to be placed with an 
American mill. It is believed that by 
the middle of April, or not later than 
May 1, the steel trade will be on a 75 
per cent basis of operation, and it may 
reach 80 per cent. This greater ac- 
tivity is expected to last over the second 
quarter, but there may be some let 
down in the hot months of July and 
August, to be followed by a very active 
steel business in the last four months 
of the year, and in many cases, at 
higher prices than are ruling now. 

Effective March 27, the Pittsburgh 
Steel Co. advanced prices on soft steel 
rods $2 per ton, or from $36 to $38 
base per gross ton. The American Steel 
& Wire Co. has also made a similar 
advance, and the rod market is regarded 
now as firm at $38 per gross ton at 
maker’s mills. 

Reports from jobbers and retailers 
indicate that spring trade has opened 
up in fairly good shape, and while late 
in starting, the advances in prices re- 
cently have caused more active buying 
in hardware lines, both jobbers and 
dealers being inclined now to buy ahead 
to some extent, the first time this has 
been the case in more than eighteen 
months. The outlook is for a good 
spring and summer trade, and the 
chances now of any further material 
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declines in hardware prices are almost 
negligible. It is true that some lines 
are still too high, and while these may 
be reduced some to put them more in 
line with other hardware products, 
there will probably be no drastic reduc- 
tions, 

There has been a notable increase 
in demand for automobile supplies, also 
for paints, and prices are firmer than 
for some time. March showed a big 
gain in business over February, and 
April is likely to show a much larger 
volume of business than last month. 
The outlook for the next three or four 
months in both steel products and in 
hardware lines is better than at any 
time for about two years. 


Automobile Accessories.—There is a 
better demand all along the line, and 
dealers say they are doing now nearly 
double the business of two or three 
weeks ago. Prices are also firmer. At 
the same time it is a fact that local 
dealers have been notified of some prob- 
able reductions in prices about April 1, 
this possibly to include tires and tubes, 
due to the low prices at which raw 
rubber is selling at present. Some of 
the smaller accessories are also too 
high, and are likely to be revised to a 
lower basis. Jobbers and retailers are 
carrying comparatively low stocks. 


Jobbers quote from stocks, f.o.b. Pitts- 
burgh, about as follows: 

Miller Falls No. 145 jacks, $4.75. Re- 
liable jacks, No. 1, $2.33; No. 2, $3.33, in 
lots of 12; Derf spark plugs, 96c. each for 
all sizes in lots less than 50; Champion X 
spark plugs, 45c. each for less than 100 and 
43c. each for over 100; Champion regular 
53c. each for less than 100, all sizes 50c. 
each for over 100. 


Axes.—Demand is getting better, and 
prices that were announced about a 
month ago are holding firm. Makers 
say these prices will not be changed, 
and that it is safe for the trade to 
buy ahead. 


Local jobbers now quote popular makes 
of axes as follows: Red Warrior, handled, 
single bitted, 3% to 4% Ib., $14.75 per doz.; 
4 lb. to 5 Ib., $15.25 per doz.; Red Warrior, 
double bitted, handled, 3% Ib. to 4% Ib., 
$19.75 per doz.; 4 lb. to -5, 1b., $20.25 per 
doz.; Red Warrior, unhandled, single bitted, 
3% Ib. to 4% Ib., $11.50 per doz.; 4 lb. to 
5 Ib., $12 per doz.; Red Warrior, unhan- 
dled, double bitted, 3% to 4% Ib., $16.50 
per doz.; 4 lb. to 5 Ib., $17.50 per doz. 


Bolts and Nuts.—The market on 
these goods is looking better than for 
some time, and prices are firmer. On 
machine and carriage bolts, some mak- 
ers have withdrawn prices, and this is 
taken to mean that an advance may 
be made before long. Orders are more 
numerous, and in some cases, are for 
larger lots. 


For large lots, either from makers’ or 
jobbers’ stocks, discounts are about as fol- 
lows: 

Machine bolts, small, rolled threads, 70, 
10 and 10 per cent off list; machine bolts, 
small, cut threads, 70, 10 and 10 per cent 
off list; machine bolts, larger and longer, 
70 and 10 per cent off list; carriage bolts, % 
in. x 6 in.: Smaller and shorter rolled 
threads, 70 and 10 per cent off list; cut 
threads, 70 per cent off list; longer and 
larger sizes, 70 per cent off list; lag bolts, 
70, 10 and 5 per cent off list; plow bolts, 
Nos. 1, 2 and 3 heads, 60 and 10 per cent 
off list; other style heads, 20 per cent ex- 
tra; machine bolts, c.p.c. and t. nuts, % 
in. x 4 in.; smaller and shorter, 65, 10 and 
5 per cent off list; larger and longer sizes, 
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65 and 10 per cent off list; hot pressed sq. 
or hex. blank nuts, -50 off list; hot 
pressed nuts, tapped, $5.25 off list; c.p.c. and 
t. sq. or hex. blank nuts, $5.25 off list; c.p.c. 
and t. sq. or hex. blank nuts, tapped, $5.00 
off list; semi-finished hex. nuts: \% in. to 
9/16 in. inclusive, 80, 10, 10 and 10 per cent 
off list; small sizes S. A. E., 80 and 16 
per cent off list; 5g in. to 1 in. inclusive, 
U. S. S. and S. A. E., 70, 10, 10 and 10 per 
cent off list; stove bolts in packages, 89 
and 3 tens and 5 per cent off list; stove 
bolts in bulk, 80, 3 tens and 2% per cent 
off list; tire bolts, 70, 10 and 5 per cent 
off list; track bolts, carloads, 3c. base; 
—_ bolts, less than carloads, 3.75c. to 4e. 
ase, 


Cold Rolled Strips.—The market js 
better, and most makers are now hold- 
ing cold rolled strip steel at 3.50 cents 
to 3.75 cents in large lots at mill. De- 
mand for hot rolled strips is also better, 
prices being very firm at 1.90 cents to 
2 cents at mill for large lots. 


Iron and Steel Bars.—Prior to the 
advance of $2 to $3 per ton in prices 
of steel bars made recently, jobbers and 
consumers placed good sized orders 
with the mills, so that the amount of 
new orders placed at the new price of 
1.50 cents at mill, has been relatively 
small. Some small lots have been 
placed at that price, which most of the 
mills are holding firm. Reinforcing 
steel bars, rolled from billets, are hold- 
ing firm at 1.50 cents at mill. Refined 
iron bars are 2 cents at mill in large 
lots. 

We quote steel bars rolled from billets 
at 1.50c. to 1.60c.; reinforcing bars rolled 
from billets, 1.50c. to 1.60c. base; reinforc- 
ing bars, rolled from old rails, 1.45c. to 
1.50c.; refined iron bars, 2c. to 2.25c. in 
carloads f.o.b. mill, fittsburgh. 

Lantern Globes.—Under date of 
March 27, the American Glass Specialty 
Co., Monaca, Pa., announced a reduc- 
tion in prices of 10 to 15 per cent on its 
lines of lantern globes. 


Pump Chain.—The Garland Mfg. Co., 
Pittsburgh, has announced a slight re- 
duction in prices of pump chain, taking 
effect on March 22. The demand is 
reported as only fair. 


Sheets.—The recent advance of $3 
per ton in prices of black, galvanized 
and auto body sheets made by the 
Wheeling Steel Products Co. has been 
followed by other independent makers, 
but as yet the American Sheet & Tin 
Plate Co., the leading maker, has not 
followed in the advance. Jobbers and 
consumers were given a chance to cover 
ahead at the old prices, so that the 
amount of new business in sheets at 
the higher prices, is likely to be small 
for some time. The demand for both 
black and galvanized sheets is heavy, 
consumers covering their needs ahead 
for some time. In almost the entire 
absence of new business at the ad- 
vance, we repeat prices of last week, 
which for delivery from jobbers’ stocks 
are as follows: 

Blue annealed sheets, 2.75c. to 3c.; No. 28 
gage Bessemer black sheets, 3.25c. to 3.50c., 
and No. 28 gage galvanized, 4.25c. to 4.5(c. 
in small lots from store. Prices quoted 
depend largely on the size of the order. 

Tin Plate——The Trumbull Steel Co., 
Warren, Ohio, a leading maker of tin 
plate, has advanced its price to $4.75 
flat, per base box, but as yet none of 
the other makers has taken the same 
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action. Contracts for tin plate for 
first half delivery have been pretty well 
placed, and there will not be much new 
buying until the time comes to place 
contracts for second quarter. Specifi- 
cations against these contracts are 
very heavy, and last week, the Ameri- 
can Sheet & Tin Plate Co., was oper- 
ating its tin plate mills to 87 per cent 
of normal capacity. Wasters are also 
in good demand, and are bringing bet- 
ter prices. We quote tin plate at $4.60 
to $4.75 per base box, f. o. b. at maker’s 
mill, Pittsburgh, this price being for 
carloads and larger lots. For small lots 
from stocks, jobbers charge the usual 
advances. 

Track Bolts.—Effective from April 
1, at least one leading maker of track 
bolts has withdrawn all prices, and 
others are likely to do so this week. 
An early advance in prices of track 
bolts is expected, and the demand has 
been heavy for some time. 


Washing Machines.—Dealers report 
that washing machines are moving out 
at a fair rate, the preference of buy- 
ers being for electric machines. One 
local maker of electrical washing ma- 
chines states that he has more orders 
on his books now than at any time for 
more than a year. Prices on the dif- 


Office of HARDWARE AGB, , 
538 Guardian Building, 
Cleveland, April 1. 

baa ag buying is under way and 

local retailers report a fair gain 
in sales in spite of unfavorable weather 
conditions. Dealers expect that business 
will gradually improve as the weather 
becomes more settled. The general in- 
dustrial situation is slowly improving 
in this territory, and consequently fewer 
men are out of work than a month 
ago. The general feeling regarding the 
future outlook is optimistic. The most 
serious obstacle to an increase in local 
hardware business is the builders’ 
strike in Cleveland, which has been on 
since March 1, but indications are that 
this will be settled within a week or 
two. This has interfered with sales 
of builders’ hardware and paints, but 
considerable building work is still going 
on in spite of the strike. 

Jobbers’ sales have improved and the 
jobbing trade generally regards the 
outlook as promising. Jobbing houses 
are getting a good volume of orders for 
spring merchandise. from retailers who 
have deferred buying as long as possi- 
ble. Many retail merchants are still 
following this policy and consequently 
the orders for fall merchandising so far 
have been rather light. Sales of build- 
ers’ hardware outside of Cleveland are 
good and reports indicate that a large 
amount of building work will be done 
during the year. 

Prices are now well stabilized and 
few changes are reported. Lower prices 
have been named on certain makes of 
stove pipe and elbows, garbage and 
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ferent makes are now holding steady. 
Wire Cloth.—Some jobbers say that 
wire cloth is moving out at a more 
rapid rate than they are able to re- 
plenish stocks. Several makers are 
from three to four weeks back in 
shipments, and there is likely to be a 
genuine shortage in the supply before 
the season is over. The demand for 
bronze wire cloth is also quite active. 


Prices on wire cloth are holding firm at 
$2 per 100 sq. ft., for black and $2.45 for 
galvanized. The demand for field fence is 
also active and jobbers’ stocks are moving 
out freely. Jobbers quote 65 per cent to 
their trade. 


Wire Products.—Effective on March 
27, the Pittsburgh Steel Co. advanced 
prices on wire rods $2, or from $36 to 
$38 per gross ton at mill. The next 
day the American Steel & Wire Co., 
the Steel Corporation interest, made 
the same advance, and other makers 
are expected to follow suit this week. 
This is taken to mean that there may 
be an advance in wire products of 
probably $2 per ton in the near future, 
or from $2.40 to $2.50 base, for wire 
nails. The market on wire nails today 
is very strong at $2.40 base, at mill, 
and there is no longer any talk in the 
trade of a reduction in prices. Wire 
nail mills at Ironton, Ohio, that for 
some time have been quoting f. o. b. 
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ash cans, on twist drills and on one line 
of sleds. Prices on wood screws, which 
had been very low, have advanced. 


Automobile Tires and Accessories.— 
The demand for tubes and casings has 
improved materially. Retailers are fill- 
ing in their stocks and expect a good 
spring business. There is still talk of 
a price advance, but the trade does not 
look for any price changes for several 
weeks, at least. The demand for acces- 
sories continues slow. 


We quote from jobbers’ stocks, f.o.b. 
Cleveland: Miller Falls No. 145 Jacks, 
$4.75. Reliable jacks, No. 1, $2.33; No. 2, 


$3.33, in lots of 12; Derf spark plugs, 96c. 
each for all sizes in lots less than 50; 
Champion X spark plugs, 45c. each for less 
than 100 and 43c. each for over 100: Cham- 
pion regular, 53c. each for less than 100, 
all sizes 50c. each for over 100. 


Axes.—While business is not brisk, 
jobbers are booking quite a few orders 
for axes for fall delivery. 


Jobbers quote f.o.b. Cleveland as fol- 
lows: First grade, single bitted axes, han- 
dled, $16 per doz.; unhandled, $12 per doz.; 
double bitted axes, handled, $21 per doz.; 
unhandled, $17 per doz.: second grade axes, 
single bitted. handled, $14.50 per doz.; un- 
handled, $11.50 per doz.; double bitted, 
handled, $19.50 per doz.; unhandled. $16.50 
per doz. The lowest prices are for full case 
lots. For less than full cases prices are 
50c. per doz. higher. 


Binder Twine.—Sales of binder twine 
have increased since prices for the 
season were fixed, and the demand is 
now fairly active. 


Cleveland jobbers quote standard and 
sisal binder twine at 10c. per Ib. for mill 
shipment and 10%c. per Ib. for stock ship- 
ment. 


Barbed Wire.—Sales of barbed wire 
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Ironton, have discontinued this prac- 
tice, and this has firmed up the market 
a good deal. The new demand for wire 
and wire nail mills are now on a basis 
and consumers buying more freely, in 
view of a probable advance in prices 
before long. Operations of the wire 
and wire nail mills are now on a basis 
of 65 to 75 per cent of normal capacity. 

Jobbers quote from stock, f.o.b. Pitts- 
burgh, as follows: Wire nails, $2.65 base 
per keg; galvanized, 1 in. and longer, in- 
cluding large head barbed roofing nails, 
taking an advance over this price of $1.25, 
and shorter than 1 in., $1.75; bright Bes- 
semer and basic wire, $2.50 per 100 Ib.; 
annealed fence wire, Nos. 6 to 9, $2.50; gal- 
vanized wire, $3; galvanized barbed wire, 
$3.25; galvanized fence staples, $2.25; 
painted barbed wire, $2.75; polished fence 
staples, $1.75; cement coated nails, per 
count keg, $2.25 to $2.35; these prices be- 
ing subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 
to 69% per cent for 1000-rod lots, and 66 to 
681%4 per cent for small lots, f.o.b. Pitts- 
burgh. 

Zine Sheets.—Several makers have 
announced a reduction in prices on 
sheet zinc of 2 cent per Ib. or from 8 
cents to 7% cents. The demand is 
referred to as only fairly active, and 
prices have been none too strong for 


some time. 


are rather light. Prices are firm and 
unchanged. 

Jobbers quote f.o.b. Cleveland as follows: 
Galvanized barbed wire, catch weight 
spools, $3.40 per 100 Ib.; 80-rod spools 
cattle wire, $3.05 per 100 Ib.; hog wire, 
$3.25 per 100 lb.; American Special, $2.35 
per 100 !b. For mill shipment jobbers 
quote galvanized barbed wire at $3.25 per 
100 Ib. for less than car lots and $3.15 for 
carload lots, 

Bolts and Nuts.—Manufacturers have 
stiffened up somewhat on prices, some 
having withdrawn quotations below the 
regular prices. This is due to the stif- 
fening of the.steel market. Jobbers’ 
prices are unchanged. The demand is 
only fair. 

Jobbers quote, f.o.b. Cleveland: Large 
and small machine bolts, cut thread, 65 
and 10 per cent off list; carriage bolts, large 
and small, cut thread, 65 per cent off list: 
stove bolts, 80, 10 and 10 per cent off list. 

Fence.—Jobbing houses are getting 
a fairly good volume of orders for fence 
for shipping to the country trade. 
Prices are unchanged. 

Cleveland jobbers quote field fence, f.o.b. 
Pittsburgh. at 68 per cent off list for car 
lots for mill shipment and 66 per cent off 
list for less than 1,000 rods. 

Garden Hose.—Many retailers have 
not yet placed orders for garden hose 
for spring shipment, and both jobbers 
and retailers’ stocks are said to be 
rather low. It is claimed that the buy- 
ing of hose by the retail and jobbing 
trade late last year was only about 
20 per cent of normal, and some manu- 
facturers predict a shortage should 
weather conditions result in a heavy 
demand for hose for the coming season. 


Galvanized Ware.—Sales of gal- 
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vanized ware have increased somewhat. 


Prices are firm and unchanged. 


Jobbers quote, f.o.b. Cleveland: Galva- 
nized tubs with wringer attachment, No. 1, 
$7.25 per doz.; No. 2, $8.25 per doz.; No. 3, 
$9.25 per doz. Heavy Red Band tubs, No. 
1, $13.75 per doz.; No. 2, $15.50 per doz.; 
No. 3, $17.25 per doz. Standard pails, 10- 
qt., $2.25 per doz.; 12-qt., $2.50 per doz.; 
14-qt., $2.75 per doz.; 16-qt., $3.40 per doz. 


Garden Tools.—Jobbers are now get- 
ting quite a few orders for garden tools 
from retailers, who deferred purchasing 
early in the year. 

Garbage and Ash Cans.—The Sheet 
Metal Specialties Co., Follansbee, W. 
Va., has made a price revision on gar- 
bage and ash cans, the new prices show- 
ing various reductions ranging up to 
10 per cent from the prices that have 
been prevailing. 


Glue.—Prices on Peter Cooper bulk 
glue have been reduced from 3 cents to 
4 cents per lb. 


Handles.—A fair demand has sprung 
sup for handles for rehandling garden 
,* ‘se iJdobbers advise that a large per- 


tools. uw. . 2 
Why 
centage of order. =) "Clude a few handles. 


Prices are unchanged. ~-inny . |, : 

Jobbers quote, f.o.b Cleveland: rons pct 
axe handles, single and double bitted, ve. 
grade, $5 per doz.; XXX grade, $4.35 per 
voz.: XX grade, $3.60 per doz.; X grade, 
$3 per doz. 

American Fork & Hoe Co.’s wood “D” 
shovel, spade and scoop handles, X grade, 
$6 per doz.; malleable “D” grade manure 
fork and spading fork handles, $5 per doz. ; 
X grade, long shovel spading handles, $4.50 
per doz.; hay and manure fork handles, X 
grade, 4-ft., $3.15 per doz.; 414-ft., $3.60 
per doz.; XX grade, 4-ft., $4.25 per doz. ; 
41%-ft., $4.60 per doz. 

Ice Cream Freezers.—Jobbers are 
now taking quite a few orders for ice 
cream freezers for early spring ship- 
ment. 

Cleveland jobbers quote freezers as fol- 
lows: Lightning 2-qt., at $2.50 each; 3-qt., 
at $3 each; 4-qt., at $3.50 each; 6-qt., 
at $4.50 each; White Mountain, 2-qt., $3; 
3-qt., $3.50; 4-qt., $4.25; 6-qt., $5.25; gal- 
vanized freezers, 2-qt., $12 per doz. 

Ice Skates.—Retailers are slow in 
buying ice skates for next fall delivery 
and local sales have been light since 
the recent establishment of prices. 

Jobbers quote Union Hardware Company 
hockey skates as follows: No. 9 hockey, 
$1.90 pair; No. 42414, $1.25 pair: No. 924% 
$2.30 pair; No. 424% ladies’, $1.50 pair; 
No. 924% ladies’, $2.75 pair. 

Lawn Rollers.—Sales of lawn rollers 
have been quite active during the past 
week or two. 

Cleveland jobbers quote waterweight 
lawn rollers as follows: 14x20 in., $13; 
18x24 in., $15.75; 24x24 in., $18. 

Nails and Wire.—Jobbers report a 
rather slow demand for nails and wire. 
Retailers are placing orders for early 
requirements, but are not inclined to 
stock up. Prices are firm and un- 


changed. 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., March 27. 


aren of general hardware continue 
to improve steadily, both in a whole- 


sale and retail way. Jobbers report 


a fairly satisfactory run of orders, es- 
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_Cleveland jobbers quote as _ follows: 
Nails, less than car lots, stock shipment, 
$2.75 per keg; same for mil] shipment, 
$2.60; car lots, mill shipment, $2.50; No. 9 
annealed wire, $2.50 per 100 lb. No. 9 
galvanized wire, $3 per 100 lb.; cement 
coated nails, $2.25 per 100 Ib. 

Ornamental Feacing.—The demand 
for ornamental fencing is fairly active. 

Cleveland jobbers quote ornamental 
fencing at 55 per cent off list for both stock 
or mill shipment, but for 10 round lots for 
shipment the aiscount is 58 per cent, 

Oil Cook Stoves.—The demand for 
oil cook stoves has improved with the 
approach of spring and sales at present 
are quite satisfactory. 

Jobbers quote oil cook stoves, f.o.b. 
Cleveland, as follows: Harvard, 2-burner, 
$10.85 ; 3-burner, $14.25; 4-burner, $18.20. 
Cabinet pipe, 2-burner, $14.35; 3-burner, 
$18.50; 4-burner, $24.20. 

Poultry Netting and Wire Cloth.—A 
good many orders for prompt shipment 
for poultry netting and wire cloth are 
now being received by jobbers from re- 
tailers, who put off buying about as 
long as possible. Prices are unchanged. 

Jobbers quote as follows for mill ship- 
ment or for shipment from stocks, f.o.b. 
Cleveland : | Poultry netting, galvanized 
after weaving, 50 and 5 per cent discount ; 
black wire cloth, 12 mesh, $1.90 to $1.95 


per 100 sq. ft.; galvanized, $2.40 per 100 
oa *t.4 bronze wire cloth, 14 mesh, $6.75 


per 100 sy. ft. 

Paints and Varnishes.—Paints and 
varnishes are not moving as well locally 
as they should for this time of the year, 
due to weather conditions and the local 
strike in the building industry. Linseed 
oil has declined 4 cents per gal. Other 
prices are steady. 

Cleveland jobbers quote best grade mixed 
paints at $2.60 per gal. for colors and 
$2.75 for white; linseed oil, 95c. per gal. 
for raw oil, and 97c. per gal. for boiled 
oil for barre) lots; turpentine, £1.03 per 
gal. for barrel lots; white lead, 12%c. per 
Ib. for 100 lb. kegs and less than 500 Ib. 
lots. 

Rope.—Rope is in fairly good demand 
and prices are firm and unchanged. 


Cleveland jobbers quote manila rope at 
17%c. per Ib. for mill shipment and 18\c. 
per lb. for shipment from stock: best qual- 
ity sisal rope, 15c. per lb. for mill shipment 
and 15%c. for shipment from stock. 

Steel Sheets.— Some independent 
sheet manufacturers advanced prices 
$3 per ton, April 1, but others are still 
adhering to the old prices. Jobbers’ 
prices are unchanged. 

Cleveland jobbers quote sheets at $3.75 
for No. 28 black, and $4.75 for No. 28 gal- 
vanized. 

Sleds.—Prices on sleds for next fall 
delivery were recently announced, but 
these prices did not hold on one line; 
price reduction having just been an- 
nounced on the Lightning Guide. Job- 
bers are getting fair buying orders for 
fall shipment. 


TWIN CITIES 


pecially on seasonable goods for spring 
use. 

Retail hardware dealers report that 
sales are rapidly improving and that 
they expect a good volume of business 
as soon as regular spring weather sets 
in, so that construction work can get 
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Jobbers quote, f.0.b. Cleveland, as fol 
lows: Flexible Flyers, No. 1, $3.75 each: 
No. 2, $4.50 each; No, 3, $5.75 each; No, ¢ 
$6.25 each; No. 5, $8.50 each: Junior racer, 
$5 each; racer, $6 each. The stock dis. 
count on Flexible Flyers is 33 1-3 per cent, 
Lightning Guide for stock and _ factory 
shipment: No. 19, $11.50 per doz.:; No, 
20,°$13.50 per doz.; No. 21, $15.50 per doz. ; 
No. 22, $17 per doz.; No. 23, $22 per doz,: 
No. 24, $25 per doz. 7 

Sporting Goods.—Retailers are plac- 
ing a fairly heavy volume of orders for 
baseball goods for early shipment, 
Fishing tackle and tennis goods are 


moving fairly well. 


Screws.—Manufacturers have  ad- 
vanced prices on wood screws, follow- 
ing several recent declines which it is 
claimed brought prices down as low as 
pre-war times if not lower. In spite 
of the low quotations it is claimed 
that these prices were being shaded 
considerably and that sales of flat- 
head bright screws were made as low 
as 90 per cent off list. Jobbers have 
marked up prices to correspond with 
the price advance by manufacturers. 


Jobbers quote wood screws as follows, 
f.o.b. Cleveland : Flat head bright, 8214-10 
and 5 per cent off list: round head blued, 


80-10 and 10 per cent off list; round head 
nickeled, 70-10 and 5 per cent off list: 
round head brass, 75-10 and 5 per cent 
off JJist. 

Stove Pipe and Elbows.—The Sheet 
Metal Specialties Co., Follansbee, W. 
Va., has made a price reduction on 
stove pipe and elbows. Sales have been 
fairly heavy and most of the trade is 
reported to have covered for fall re- 
quirements. Those who purchased prior 
to the price reduction will be given the 
benefit of the reduced price. 

Cleveland jobbers quote 6 in, 2S gage 
stove pipes for mill shipment at $2.85 per 
crate and crimped elbows at $1.15 per 
crate. 

Shovels.—Jobbing houses are still 
holding the old price on shovels, in 
spite of the recent advance of $2 per 
doz. by manufacturers, and at present 
show no indications of marking their 
prices up. The demand is fair. 


Jobbers quote, f.o.b. Cleveland, as _fol- 
lows: No. 2 size, 4th grade, $10 per doz.; 
2nd grade, $11.50 per doz.; 1st grade, $15 
per doz. 


Twist Drills—Manufacturers have 
reduced prices about 15 per cent on car- 
bon and high-speed twist drills, and 
jobbers have made corresponding re- 
ductions. 


Cleveland jobbers quote carbon twist 
drills at 70 to 70 and 2% per cent off 
list and high speed twist drills at 50 per 
cent off list. 


Wrapping Twine.—A price reduction 
of 5 cents per lb. has been made on cot- 
ton wrapping twine. 


Cleveland jobbers quote No. 1 grade 
wrapping twine at 32c. per Ib. 


under full headway. A great deal of 
work has already been started, which 
has improved sales in carpenters and 
mechanics tools. 

Manufacturing conditions are improv- 
ing slowly, but it is considered doubtful 
if volume will develop for some time. 
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Prices seem to be more stabilized 
than for some time past. 


Builders’ Hardware.—There is quite 
an improvement in the sales of build- 
ers’ hardware, and sales should continue 
to increase steadily from now until fall. 
Judging by permits already issued, this 
should be one of the greatest construc- 
tion seasons for many years. 


Farm and Garden Tools.—For pur- 
poses of price information we are 
quoting the following goods in this is- 
sue only. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Shovels and spades, ist grade, 
$16.50 per doz.; 4th (or common) $13.75 
per doz.; Hay forks, Ist grade, bent han- 
die, strapped ferrule, 3 tine, 34% foot 4% 
foot, $10.80 per doz.; 4 tine, bent, handle, 
strapped ferrule, 4 and 4% foot, $11.60 per 
doz.; 2nd grade, 3 tine, bent handle, 
strapped ferrule, $9.75 per doz.; Header 
forks, Ist grade, 4 tine, square shoulder, 
strapped ferrule, $17.75 per doz.; second 
grade, ditto, $13.35 per doz.; Manure forks, 
ist grade, 4 tine, long handle, strapped 
ferrule, $12.60 per doz.; 5 tine, $15 per 
doz.; 2nd grade, 4 tine, $9.84 per doz.; 5 
tine, $13.92 per doz.; 6 tine, $16.08 per 
doz.; Field and garden hoes, Extra first 
grade, $10.56 per doz.; regular 1st grade, 
$8.64 per doz.; 2nd grade, regular, $5.16 
per doz.; Garden rakes, ist grade, malle- 
able iron, 10 tooth, $4.32 per doz.; 12 
tooth, $4.80 per doz.; 14 tooth, $5.40 per 
doz.; wrought steel. 11 tooth, $8.40 per 
doz.: 13 tooth, $9.25 per doz.; 16 tooth, 
$11.65 per doz. 


Axes.—Sales of axes are showing 
some improvement and an average 
amount of business is expected. Prices 
show no change. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single bit axes, $11.50; dou- 


‘ble bit, $16.50 per doz., base weights. 


Bolts.—While bolt sales are gradu- 
ally improving, they still remain of 
very small volume. Prices continue as 
for some time past. 

We quote from jobbers’ stocks, f.o/b. 
Twin Cities: Small carriage bolts, 60-10 
per cent; large carriage bolts, 60 per cent; 
small machine bolts, 60-10-10 per cent; 
large machine bolts, 60-5 per cent; stove 
bolts, 80 per cent; lag screws, 65 per cent. 


Brads.—Sales of brads remain of fair 
volume and are rapidly improving. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Brads, in standard packages, 
75 per cent from list. 


Churns.—Sales of churns are begin- 
ning to develop as the spring season 
opens, Prices are firm. 

We quote from jobbers’ stocks, f.0.b 
Twin Cities: Barrel type churns, 40-5 per 
cent from list. 

Clipping and Shearing Machines.— 
Some interest is being shown in this 
line with approach of warmer weather. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: No. 1 hand clipper, $6; No. 
8 hand shearing machine, $12. 

Eaves Trough, Conductor Pipe and 
Elbows.—Sales are beginning to de- 
velop in this line as the building season 
gets under way. Prices are unchanged. 


We quote from. jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 ga., 5-in., 
lap joint, single bead, $4.50 per 100 ft.; 
3-in. conductor pipe, 28 ga., corrugated, 
$4.50 per 100 ft.; elbows, 3-in., corrugated, 
$1.63 per doz. 


Files.—Sales of files are increasing 
rapidly, and a fair volume of business 
is expected. Prices remain firm as last 
quoted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 60-5 per cent; 
Arcade files, 70-214 per cent; Disston files, 
70-10 per cent. 
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Galvanized Ware.—Sales of galvan- 
ized ware are showing about the same 
improvement as the majority of other 
lines carried by the retail hardware 
dealer. Prices remains as last quoted. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Galvanized tubs, No. 1, $6.10 
per doz.; No. 2, $6.85; No. 3, $8; heavy 
galvanized No. 1, $12; No. 2, $13; No. 3, 
$15; Standard 10-qt. galvanized pails, 
$2.15; 12-qt., $2.35; 14-qt., $2.70: 16-qt. 
stock pails, heavy, $6; 18-qt., $7.35. 

Glass and Putty.—More interest is 
now being shown in these two items, 
and some business is developing. Prices 
yet. Prices remain as last qudted. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single strength glass, 84 per 
cent; double strength glass, 85 per cent. 
Putty in 50-lb drums, $4.40 per cwt.; 25-Ib. 
drums, $4.55 per cwt. 

Hose.—There is no retail demand as 
yet for this line. Prices remain the 
same. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Five-ply. 3.4-in.. 11%c. per 
ft.; 3-ply, competition hose, 94c. per ft. 

Ice Cream Freezers.—There is prac- 
tically no retail business in freezers as 
yet. Prices remain at last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: White Mountain freezers, 4- 
qt., $4.13; 8-qt., $6.75. 

Lawn Mowers.—There is no con- 
sumer demand at this season of the 
year, but it is the time for dealers who 
have not already done so to arrange 
for the spring demand. Prices show 
no change. 

We quote from jobbers’ stocks, f.o.b. 
Twin cities: Philadelphia lawn mowers, 
styles C and E, 30 per cent from list; styles 
A and K, 25 per cent from list; Riverside 
ball bearing, 16-in., $8.35 each. 

Milk Cans.—Retail demand is .im- 
proving gradually. Prices remain the 
same, 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Railroad milk cans, 5-gal., 
$2.35 each; 8-gal., $2.90 each; 10-gal., $3.05 
each. 

Nails.—There is a steady improve- 
ment in the demand for nails, and a 
large volume of business is expected. 
Prices show no further change. 

We quote from jobbers’ stocks, f.0.b 
Twin Cities: Standard wire nails, $3.35 
base; cement coated nails, $2.80 base. 

Paper.—Sales of builders’ paper are 
showing a steady improvement, and a 
large volume of business is expected. 
Prices remain as last quoted. 


We quote from jobbers’ stocks, fo.b 
Twin Cities: No. 2 tarred felt, $2.57 per 
ewt.; string felt, $1.42 per cwt.; red rosin 
sheathing, $2.44 per cwt. 

Planters.—It is still too early in the 
season for any demand to_ develop. 
Prices show no change. 

We quote from jobbers’ stocks, fo.b 
Twin Cities: Acme potato planters, $9.75; 
Acme corn planters, $9.75. 

Poultry Netting.—Jobbers report a 
good demand for poultry netting. Re- 
tail interest is just developing, and 
very few sales have as yet been made. 
Prices remain as last quoted. 

We quote from jobbers’ stocks, f.0.b 
Twin Cities: Hexagon poultry netting, 55 
per cent from standard lists. 

Rope.—Sales of rope continue to be 
fairly satisfactory and are expected to 
improve gradually. Prices remain sta- 
tionary. 


We quote from jobbers’ stocks, f.o.b 
Twin Cities: Pure manila rope. 19%c. per 
lb. ; pure sisal rope, 16%c. per Ib. 
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Sandpaper.—Sales of sandpaper are 
very satisfactory and are rapidly im- 
proving. Prices are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grade No. 1, at $7.20 per 
ream; second grade, No. 1, at $6.50 per 
ream; No. 1 garnet paper, $15 per ream. 

Sash Cord.—Retail demand for sash 
cord is now opening up, and a large 
amount of business is expected. Prices 
remain as last quoted. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades, 65c. per lb.; or- 
dinary grades, 36c. per Ib. 

Sash Weights.—It is a little early in 
the building season for any demand to 
develop. Prices are firm. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: $2.20 per cwt. 

Screen Doors and Window Screens.— 
Jobbers report a fairly satisfactory vol- 
ume of business from dealers. Prices 
remain firm. 

Screws.—Demand for screws is rap- 
idly improving, and a good volume of 
business is expected. Prices are the 
same. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright screws, 
85-5 per cent; round head blued screws, 
82% per cent;.flat head japanned screws, 
77% per cent; flat head brass screws, 80-5 
per cent; round head brass screws, 77% 
per cent. 

Snaths.—There is little business at 
this time as the season is not yet under 
way. Prices remain unchanged. 

We quote from jobbers’ stocks, f.0.b 
Twin Cities: Scythe snaths, $14 per doz. ; 
bush snaths, $16.25 per doz. 

Solder—Demand for solder con- 
tinues to be of fair volume. Prices 
show no change. 

We quote from jobbers’ stocks, f.o.b 
Twin Cities: Half and half solder, 23%c. 
per lb. 

Steel Sheets.—Sales continue to show 
a very slight improvement, but the to- 
tal volume remains small. Prices re- 
main as last quoted. 

We quote from jobbers’ stocks, fo.b. 
Twin Cities: 28 gage galvanized sheets, 
$5.25 per cwt.; 28 gage black sheets, $4.25. 

Wheelbarrows.—Sales of wheelbar- 
rows are showing steady improvement. 
There has been a decline in the stave 

. . . 
and steel barrows and a slight increase 
in garden barrows. 

We quote from jobbers’ stocks, f o.b 
Twin Cities: Wood stave, fully bolted, 
$34 per doz.; No. 1 tubular steel, $6 each; 
No. 1 garden, $5.63 each. 

Wire Cloth.—There is practically no 
retail demand at this time, as it is 
too early in season. Prices remain as 
last. 

We quote from jobbers’ stocks, fo.b 
Twin Cities: Black, 12 x 12 mesh, $1.10 
per 100 sq. feet; Galvanized, $2.40 per 100 
square feet. 

Wire.—More interest is being shown 
in wire for all purposes, and prices 
have now reached a point where farm- 
ers can afford to purchase to replace 
old fences and build new, while work 
has not been take care of properly for 
the past few years. Therefore, a very 
satisfactory volume of business should 
develop in the near future. Prices show 
no further change. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted cattle, 
80-rod spools, $2.87; galvanized cattle, 
$3.26; painted hog wire, $3.07; galvanized 
hog wire, $3.49; smooth black annealed 


No. 9, $3.20 per cwt.; smooth galvanized 
annealed, $3.70 per cwt. 
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Speeding Up Sales of Repair Equipment 


now popular with private garage 
owners as well as with dealers in 
lubricants. One also notes the fun- 
nels, sponges and water pail which 
suggest that the car should be 
scrubbed outside and filled up with 
oil and gas ready to run when all 
mechanical difficulties are adjusted. 


Complete Lines Shown 


The display of hand and machine 
bench tools is exceptionally complete 
in this window, and the motorist or 
repair man will find practically every 
standard and irregular tool required 
to do any repair or overhauling job 
on any make of car. With spring 
overhauling comes the need of new 
threads and the various tap and die 
sets shown will also be wanted. The 
odd shaped and varied sizes of 
wrenches will be a boon to the man 
with inaccessible nuts to work on. 
The socket wrench sets will help him 


(Continued from page 110) 


out of many holes and there is a good 
sales story that goes with the need 
of bolt clippers. Hand grinders and 
extra wheels for home and shop use 
were not forgotten, nor were drills, 
vises and lathes. 

In fact the display embraces prac- 
tically the entire line of equipment 
that would be needed by the car 
owner or mechanic for fixing the 
car. Show-cards in the window sug- 
gested the need of the parts and tools 
for repair work and the window was 
a complete success. It made many 
people think of doing their own re- 
pair work and acquainted them with 
the fact that William K. Toole Co. 
had the very things they needed. 

The hoist which held the engine 
succeeded in catching everyone’s eye 
and led to a number of sales. In ad- 
dition to actual sales numerous in- 
quiries were received for hoists of 
various kinds. The supporting and 


display rack made from piping is a 
good stand for window and interior 
use when hoists and similar articles 
of equipment is to be shown. 


A Broad Field Covered 


The sale of necessities for repair 
work on automotive vehicles is not 
limited to passenger car operators, 
but will also be wanted by garages 
and repair stations as well as taxi 
companies, and fleet operators. 

The sale of a line such as this gives 
the dealer and his salesman a won- 
derful opportunity to show the cus- 
tomers his line of tools and acces- 
sories. It gives him a chance to dis- 
tribute to actual car owners litera- 
ture pertaining to the line carried, 
and it will bring in new car owners 
who may in the future be sold other 
goods such as tires, spark plugs, tire 
pumps, chains and other items of this 
nature. 





A Woman Wholesale Hardware 
Buyer 


Chicago has the honor of having one 
of the first, if not the first, woman 
buyer in a wholesale hardware house. 
Mrs. E. E. Richards has been with her 
present connection, Hibbard, Spencer, 
Bartlett & Co., for the past twelve 
years. 

She began her career with the Van 
Camp Hardware & Iron Co., Indianap- 
olis, Ind., and afterwards went with 
the Trout Hardware Co. When this 
firm was discontinued, she cast her lot 
with Hibbard’s. Working the various 
departments of the house has given 
Mrs. Richards an insight into the hard- 
ware game that has admirably equipped 
her for her present duties as buyer. 


For a number of years she was con- 
nected with the adjusting or claim de- 
partment, being at that time the first 
woman to handle a definite territory on 
that kind of work, Her success in that 
department was such that more women 
have been engaged in similar activities. 

Few of the dealers who had corre- 
spondence with Mrs. Richard ever real- 
ized she was a woman, and the way 
they sometimes expressed themselves 
would have made the ordinary woman 
put on her hat and coat and go home. 
But she successfully handled the claims 
for her territory, and at the outbreak 
of the war she replaced one of the men 
in the buying department who had been 
called to service. Only recently she has 
taken on more lines and has established 
herself as a buyer of the first rank. 


Receiver for Pittsburgh Steel 
Tube 


Recently a receiver was appointed for 
the Pittsburgh Steel Tube Co. of 
Beaver, Pa. This has led to some con- 
fusion in the fact that the Pittsburgh 
Tube Co. is located at Monaca, Pa., 
near Beaver, and some in the trade were 
led to think it was the latter named 
concern for which the receiver was ap- 
pointed. This is in error, as the re- 
ceiver was appointed for the Pittsburgh 
Uteel Tube Co. 





The F. E. Myers & Bro. Co., Ashland, 
Ohio, have issued catalog No. SOP21. 
This covers descriptions and prices on 
Myers self-oiling, Bulldozer Power 
Pumps and Working Heads. 
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Think of the time 


these garage sets will SAVE YOu 


MCKINNEY 


Hinges and Butts 
and Hardware 


Also door hangers and 
track, door bolts and 
latches, sheif-brackets, 
window and screen hard- 
ware, cabinet hardware, 
steel door mats end 
wrought specialties, 


ELLING a man a complete set of 

McKinney Garage Door Hardware 
is as simple and quick an operation as 
selling him a hammer or a screw driver 
—no matter how elaborate the doors 
of his garage are going to be. 

As soon as he explains to you what 
kind of a door he is going to have for 
his garage, you hand him the box con- 
taining the McKinney Garage Door 
Hardware Set which will enable him to 
hang and operate that kind of a door. 

You don’t have to spend a lot of time 
thinking about what hardware he will 
need, nor trot all over the store as- 
sembling it. You don’t have to figure 
up prices, you don’t have to wrap any- 


thing up. You don’t undergo any mental 
agonies worrying about whether you for- 
got something. Everything needed is in 
the McKinney Box—from track to 
screws. And every article is the highest 
grade hardware— McKinney made. 

If your customer isn’t sure just what 
kind of a door he wants, your McKinney 
Garage Door Book will come in mighty 
helpful to both of you. It shows pic- 
tures and working plans of all kinds of 
garage doors, together with the special 
box of McKinney Hardware which goes 
with each door. Write us for this book. 
When it comes, fasten it to your counter 
where it will actually help you sell 
garage sets. 


MCKINNEY 


Complete Garage Door Sets 


McKINNEY MANUFACTURING 


Western Office, Wrigley Bldg., Chicago 


COMPANY, Pittsburgh 


Export Representation 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 








Automatic Blow Torch 


The Lenk automatic blow torch is 
the latest product of the Lenk Mfg. 
Co., Boston, Mass. It is a very handy 
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Lenk Automatic Torch 


and practical tool for electricians, 
mechanics, dentists, plumbers, auto- 
mobilists and for general home use. 

This torch is said to produce a flame 
of 1400 degrees Fahrenheit. It gen- 
erates its own power. The torch has 
two cylinders, both are filled and then 
the wick is lit. Within a few seconds 
a blow force is automatically generated 
producing a long needle point flame. 
It requires no priming, blowing or 
pumping. 





Two New Foss Baits 
Al. Foss, 1712 Columbus Avenue, 
Cleveland, Ohio, offers the trade two 
new baits. These are known as the 
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Shimmyette Fly-Rod Wiggler 


Shimmyette Fly-Rod Wiggler and the 
Musky Oriental Wiggler. 

The Shimmyette Fly-Rod Wiggler 
is a minature pork ring wriggler, and 
owing to its construction will lift off 
the water with ease. It can be cast 





Musky Oriental Wiggle 


with a five-ounce rod and used with or 
without fly rod pork strips. The body 
is made of nickel silver the shaft is of 
music wire. 

The Musky Oriental Wiggler is re- 
enforced and strengthened to use on 


muscallonge, tarpon, tuna, and all large 
salt water fish. It is equipped with a 
No. 5/0 hook but other hooks can easily 
be attached. The spinner shaft is made 
of phosphor bronze and anchored into 
the body of the lure. 





New Ice Cream Freezer 


The Peerless Freezer Co., Winchen- 
don, Mass., has developed a new freezer 
which they call the Polar All-Metal 
Freezer. This Polar freezer is made 
only in the two-quart size. 

The dasher is of strong cast iron, 
well tinned and fitted with double, self- 
adjusting wooden scrapers that fit 
snugly against the sides of the can 
and scarpe the cream off the sides as 
fast as it freezes. 





a 
Polar All-Metal Freezer 


The tub is made of good quality gal- 
vanized steel with heavy double seamed 
bottom. The can is American char- 
coal tin plate with XXX double seamed 
bottom. The covers of freezer cans 






are subject to severe strain, as the cans 
are turned by means of the cover. This 
solid metal cover is made to stand this 
strain and wear. 

There is nothing complicated about 
the Polar freezer. The gearing is in- 
closed and protected. There is no op- 
portunity to pinch one’s fingers. The 
gearing is direct and simple, heavy 
enough to stand up against hard usage. 


Improved Lawn Mower 


The Rich Steel Products Co. announce 
the Silent Rich Lawn Mower. The ter- 
ritory east of the Mississippi river will 
be supplied from Battle Creek, Mich., 
and the western territory from Los 
Angeles, Cal. The important points on 
this new mower as announced by the 
manufacturer are high speed, lighter 
weight, greater efficiency, easily 
operated, almost noiseless and reason- 
ably priced. The mower is chain driven. 
The wheels are twin tread and are made 
of aluminum alloy as are the side 
frames. Aluminum castings are used 
wherever possible. Koller bearings 
carry the cutter blade, shaft and all 
bearings are packed with grease. The 
machine is geared 8 to 1, that is the 
cutter blades revolve eight times to one 
revolution of the wheel. The mower 
can either be pulled or pushed. There 
is not a cast iron part in the machine. 
The high speed of the cutter blades, 
which are five in number, permits any 
one cutter blade to pass over the cut- 
ter bar in every three-quarter inch for- 
ward travel of the mower. The manu- 
facturers claim the mower can cut 
within one-quarter inch of the ground. 
A guarantee as to defective materials 
or workmanship covers the mower. 
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Three Views of New Rich Lawn Mower 
Reading matter continued on page 134 
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AiR-Way Sells Because It Excels 


It doesn’t take the public long to discover a good thing. That is why AiR- 
Way Multifold window hardware quickly assumed the leadership in 
hardware for sunpartor and sleeping porch windows. It is being specified 
by architects, recommended by builders, and asked for by home owners. 
Our advertising is building business for you. If you do not carry AiR- 
Way hardware, why not stock it now? | 


piven There is a good profit in the 
cut Richards-Wilcox Line 


[Every R-W item which you sell means a nice profit, 
and what is more, it means a satisfied customer. You 
should have our latest catalog of household hard- 
ware. Ask for catalog A-4. 


AURORA. ILLINOIS, U: S.A. 


Minneapolis Chicage New York 

Philadelphia Boston St. Louis in i 
RICHARDS-WILCOX CANADIAN co. i 
Winnipeg LONDON, ONT. Montreal 


© . 7 . > 
‘* Slidetite”’ ‘* Slidetite’ 
Manufactured by Richards-Wilcox, ee he Is the most widely imitated garage 


is the original  sliding-folding eer A door hardware. “Imitation is the 
garage door hardware. : iw sincerest form of flattery.” 
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Notes of the Retail Hardware Trade 





HUNTSVILLE, ALA.—The Sporting 
Goods Store has recently commenced 
business here. 


MAGAZINE, ARK.—R. L. Jones and 
C. J. Gorham, comprising the Jones 
Hardware Co., have succeeded to the 
business of R. D. Jones. 

MONTREAL, CAN.—Henry Morgan & 
Co., Ltd., Colonial House, desire the 
name and address of the manufacturer 
of “Clean Cut” can openers. 

DE LAND, FLA.—The Chatham-Salis- 
bury Co. has been incorporated with a 
capital stock of $15,000 to deal in hard- 
ware and automobile accessories. The 
incorporators are C. T. Chatham, presi- 
dent, and others. 

SYLVESTER, GA.—The Worth Hard- 
ware Co. has succeeded to the business 
of the Wingate Hardware Co. The new 
firm requests catalogs on a_ general 
iine of hardware, sporting goods, etc. 

KANKAKEE, ILL.—Baird-Swannell, 
Inc., doing both a wholesale and retail 
business, is making several improve- 
ments and alterations in its store. 

AGRA, KAN.—L. G. Brooks, owner of 
the stock and business of Brooks & 
Addie, requests catalogs on the follow- 
ing lines: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, builders’ hardware, 
building paper, churns, cream separa- 
tors, crockery and glassware, cutlery, 
dairy supplies, electrical household spe- 
cialties, electrical supplies and equip- 
ment, farm implements, flashlights, 
fishing tackle, furnaces, garaye hard- 
ware, gasoline, gasoline engines, guns 
and ammunition, hammocks and tents, 
harness, heating stoves, heavy hard- 
ware, home barbers’ supplies, incuba- 
tors, insecticides, kitchen cabinets, 
kitchen housefurnishings, linoleum and 
oil cloth, lubricating oils, mechanics’ 
tvols, paints, oils, varnishes and glass, 
phonographs, plumbing department, 
poultry supplies, prepared roofing, 
pumps, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, stoves and ranges, tin shop, toys 
and games, washing machines and 
wheel toys. 

WAVERLY, KAN.—J. H. Moore is the 
new owner of the C. G. Emerson hard- 
ware store. 

WIicHITA, KAN.—The Steel Hard- 
ware & China Co., 126-1380 N. Main 
Street, has purchased from E. A. Huse 
& Co., its entire stock of chinaware and 
fixtures. The concern’s business is 
both wholesale and retail, and was 
established in 1875. 

Easton, Mp.—N. Tuthill & Son de- 
sire the address of the Withington & 
Cooley Mfg. Co., maker of manure and 
hay forks. 

Boston, Mass.—The H. Angus Con- 
ners Corporation has been incorporated 
with a capital of $25,000 to do both a 
wholesale and retail business in sport- 
ing goods. HA. Conners and others 
are the incorporators. 

Detroit, MicH.—H. A. Tireman has 
commenced business at 8357 Grand 
River Avenue. He will deal in the fol- 
lowing, on which catalogs are re- 
quested: Bathroom fixtures, builders’ 
hardware, building paper, crockery and 


glassware, cutlery, electrical household 
specialties, dishes, flashlights, fishing 
tackle, guns and ammunition, home 
barbers’ supplies, kitchen housefurnish- 
ings, paints, oils, varnishes and glass, 
shelf hardware, silverware, sporting 
goods, toys and games and wheel toys. 


NortH STAR, MicH.—Boothe and 
Binger are the new owners of a hard- 
ware and implement stock here. 


Port Huron, Micu.—The Orr Hard- 
ware Co., wholesaler and retailer, re- 
quests catalogs on automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, bicycles, build- 
ers’ hardware, building paper, churns, 
cutlery, dynamite, electrical household 
specialties, electrical supplies and 
equipment, flashlights, fishing tackle, 
furnaces, garage hardware, guns and 
ammunition, hammocks and tents, home 
barbers’ omppeen, insecticides, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, shelf hard- 
ware, silverware and sporting goods. 

LEWISTON, MINN.—Paul H. Hogan 
has taken over the stock of A. Hilke, 
and requests catalogs. 


RoTHsay, MINN.—The Henk Hard- 
ware Co. has established itself in busi- 
ness here, dealing in the following, on 
which catalogs are requested: Auto- 
mobile accessories, barn equipment, 
belting and packing, builders’ hard- 
ware, churns, cream separators, cut- 
lery, dairy supplies, electrical house- 
hold _ specialties, flashlights, fishing 
tackle, furnaces, garage hardware, 
guns and ammunition, hammocks and 
tents, heating stoves, heavy hardware, 
home barbers’ supplies, kitchen house- 
furnishings, linoleum and oil cloth, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, phonographs, 
poultry supplies, pumps, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, stoves and ranges, tin 
shop and washing machines. 


CAPE GIRARDEAU, Mo.—The Bahn 
Bros. Hardware Co., Inc., is remodeling 
the interior of its store building, and in- 
stalling new fixtures. The concern’s 
business is both wholesale and retail. 
A line of crockery and glassware, toys, 
games and wheel toys has been added, 
on which catalogs are requested. 


BEATRICE, NEB.—The F. D. Kees Mfg. 
Co., 24 High Street, desires the name 
and address of the manufacturer of the 
“Dowler” rule holder. 


CENTRAL City, NeEB.—The Bishop 
Hardware Co. is the new owner of the 
stock and business of Bishop & Mc- 
Donald. 

KEARNEY, NeEB.—The C. F. Bodinson 
Hardware Co., wholesaler and retailer, 
has increased its space, and added a 
line of sporting goods. 


BROOKLYN, N. Y.—Muttle Bernstein, 
1194 Broadway, has added a stock of 
hardware and tools. Catalogs re- 
quested on mechanics’ tools, shelf hard- 
ware, and paints, oils and varnishes. 

BALDWIN, L. I., N. Y.—A. W. Dow 
has opened a store at 29 Church Street, 
and will carry a general line of hard- 
ware, builders’ hardware, tools, house- 


ce 


furnishings, paints, electrical and ma. 
rine supplies, etc 


CANASTOTA, N. Y.—The Andrus- 
Frost-Parkhurst, Inc., has succeeded to 
the business of the George E. Fisher 
Hardware Co., Mr. Fisher having re- 
tired. The capital stock is $50,000, and 
George S. Andrus is president; 6. V. 
Parkhurst, vice-president; Fred U, 
Frost, treasurer and Maude G. Park- 
hurst, secretary. 


Canpor, N. Y.—Heath & LaGrange 
have disposed of their stock to La 
Grange and Holly. 


Oyster Bay, N. Y.—Thevdore Bern- 
stein has opened a store here. His 
stock comprises the following: | Build- 
ers’ hardware, building paper, cutlery, 
flashlights, garage hardware, heating 
stoves, heavy hardware, kitchen house- 
furnishings, linoleum and oil cloth, me- 
chanics’ tools, paints, oils, varnishes 
and glass, phonographs, poultry sup- 
plies, prepared roofing, shelf hardware 
and stoves and ranges. Catalogs re- 
quested on a general line of hardware, 
housefurnishings and paints. 


CLEVELAND, OHIO.—The Heights 
Hardware Co. has been organized and 
will, about April 15, open a store at 
1729 Coventry Road, Cleveland 
Heights. It will carry a line of hard- 
wares tools, paints and electrical sup- 
plies. 


DuRANT, OKLA,—Case Bros. request 
catalogs on bicycles, flashlights, fishing 
tackle, guns and ammunition, ham- 
mocks and tents, mechanics’ tools, 
sporting goods and toys and games. 


PORTLAND, ORE.—The Chown Hard- 
ware Co. has moved to a new location 
at 147 Fourth Street. New store fix- 
tures have been installed, and the pres- 
ent stock increased. The business is 
both wholesale and retail, and has been 
established for the past forty-three 

Catalogs requested on automo- 
accessories, bathroom fixtures, 
builders’ hardware, building paper, cut- 
lery, electrical household specialties, 
electrical supplies and equipment, flash- 
lights, fishing tackle, garage hardware, 
guns and ammunition, kitchen house- 
furnishings, mechanics’ tools, prepared 
roofing, shelf hardware and sporting 
goods. 


ELLENSBURG, WASH.—E. J. Chatham 
& Sons have disposed of their business 
to J. S. Klaus. The new owner re- 
quests catalogs on the following: Auto- 
mobile accessories, automobile tires, 
barn equipment, bathroom fixtures, 
belting and packing, builders’ hard- 
ware, building paper, churns, cream 
separators, crockery and glassware, 
cutlery, dairy supplies, electrical house- 
hold specialties, electrical supplies and 
equipment, farm implements, _flash- 
lights, fishing tackle, garage hardware, 
gasoline, gasoline engines, guns and am- 
munition, hammocks and tents, harness, 
heating stoves, heavy hardware, home 
barbers’ supplies, kitchen housefurnish- 
ings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pumps, 
shelf hardware, sporting goods and 
stoves and ranges. 


Reading matter continued on page 136 
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sett ns Best for the Merchant 


bie chief cost factor which affects the merchant’s profits 
is essentially the cost of handling a product in his store, 


warehouse and display space. 


The Sterling line of wheel- 


barrows was designed with the purpose in mind of reducing 
the required storage space to the minimum, and to make 
them generally the most economical barrow for the dealer 


to handle. 


This is accomplished by standardized units, standard 


drilling, fewer component parts—Write for catalogue. 
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Spare Lamps for the Car 


For the hardwere dealer who is sell- 
ing automobile lamps, the National 
Mazda lamp kit offers an easy way to 
increase the unit of sales from one lamp 
to six. A car-owner comes in for a 





National Mazda Auto Lamp Kit 


bulb; you show him a lamp kit and 
tell him how the set of extra bulbs will 
save trouble and inconvenience. 

Thz kit is offered by the National 
Lamp Works, Nela Park, Cleveland, 
Ohio. 


Air Spring for All Cars 
The Splitdorf air spring, a new de- 


vice, made by the Splitdorf Electrical 
Co., Newark, N. J., will fit any car. It 

















Splitdorf Air Spring 


is said to do all that a modern shock 
absorber will do in smoothing out the 
road for better riding comfort, more 


mileage on tires and less depreciation 
on the car in general. 

The deice consists of a hollow cord 
rubber ball, made of high-grade Para 
crude rubber. The ball is inflated the 
same as an inner tube and the function- 
ing is also the same. The minimum air 
pressure for this ball is twenty pounds, 
which it is said will give all the service 
required. A standard air valve and 
stem is on each air spring, so that get- 
ting proper inflation is a simple matter. 

The advantages claimed for air 
spring over the metal variety is that 
the air spring adjusts itself readily to 
all new surface condition and cannot 
become broken from: strain or from 
sharp and snappy jolts. 


Home Battery Charging Set 


A device for the motorist has been 
perfected by The Automatic Electrica) 
Devices Company, of 120 West Third 
Street, Cincinnati, Ohio. It is being 
marketed under the trade name of 
Homcharger. As it’s name implies, it 
is a device for charging the starting, 
lighting and ignition batteries, forming 
a part of all modern motor, cars in the 
motorist’s own garage. 

This device is a very small and neat 
affair, measuring 5% in. x 7 in. x 7 in., 
designed for mounting upon the garage 
wall. It is attached to the nearest 
alternating current lamp socket by 
means of an ordinary attaching ‘plug. 
In order to facilitate the charging of 
motor car batteries without tearing up 
the floor boards to attach charging 
wires, or without removing the battery 
from the car, a neat nickel plated re- 
ceptacle is furnished for mounting 
upon the dash board, which is connected 
permanently to the wiring of the car. 

As the charging rate automatically 
tapers as the battery becomes charged, 
no harm results if the battery should 
be left connected indefinitely. On the 
contrary, such overcharging tends to 
break down‘any sulphating which might 
exist on the battery plates, thereby 
lengthening its life. 

The Homcharger is manufactured 
for use on alternating current circuits 
of all frequencies and voltages and for 
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charging either lead or Edison type 
cells of the sizes ordinarily used for 
motor car work. A modified type is 
also manufactured for use on direct 
current circuits, and either may be 
used successfully for charging the 





The Homcharger 
smaller size batteries in operating 
signal circuits, telephone exchanges, 
wireless outfits, etc. 





Anti-Rattler 


The Wedford Button Anti-Rattler 
for closed body automobiles and house 
windows is made by The Wedler-Shu- 
ford Co., St. Louis, Mo. 

It consists of a rubber button so 
made that when fastened to the frame 
of closed body car windows or house 
windows it turns in and down against 





Close Up Views 
Wedford Button Anti-Rattler 


the glass or frame like a wedge as the 
button screw is off center. 
It can never work loose from vibra- 


Reading matter continued on page 138 
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Bevel gears solved the problem—it was 
the only way it could be solved 





By the use of bevel gears the turn of the 
hand is carried around the corners to the 
turn of the nut. 


And now with this remarkable wrench the 
mean inaccessible places, on the car, ma- 
rine motor, or any machine, can be reached 
with ease and work done that is far too 
difficult for the ordinary wrench. 


If a nut is too tight to respond to the turn 
of the handle—the whole wrench ean be 
made rigid, from handle to socket, by a 
simple adjustment of the socket pin—and 
the leverage of the whole wrench utilized. 
“Onli-l” is a he-man tool—you can’t break 
it—the company guarantees that—and it’s 
a half dozen wrenches in one. 





“Onli-l” is exactly the tool repair men and 
machinists have wanted for years — and 
the motorists and motor-boat owners will 
want it, too, and they’ll get it. 





Dealers—write your jobbers. Jobbers—write us. 





King Tool Company, Asbury]Park, N. J. 


* 
wont 


WORKS ALL-WAYS 


SOCKET WRENCH 






















The application of an age- 
old principle makes “Onli-1” 
the greatest all-purpose wrench 
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A sturdy tool of almost unlimited useful- 
ness. Made of the finest steel, heat treated 
and carefully inspected, 





Packed 
which is black japanned, neat, compact and 
easily carried in mechanic's pocket or in 
pocket of car. 


complete in a strong metal box 


ee See ee ee eg ee . 




















PRG000 
———_—— 


Six sockets that fit 16 
sizes of bolts and nuts— 
and an extension bar for 
unusually inaccessible 


places. 









Turning the handle 
turns the nut. The 
action is smooth 
and easy. 
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tion as the rubber acts as a tension or 
cushion. 

It is impossible to break glass with 
this Anti-Rattler, even if the device 
should be closed or set unintentionally 
while window is open. The Wedford 
Button Anti-Rattler is very neat in ap- 
pearance, the best grade of rubber is 
used and metal parts are brass nickel 
plated. 


New Line Auto Skid Chains 
The Columbus McKinnon Chain Co., 


Columbus, Ohio, have placed on the 
market a new line of skid chains 


Dreadnaught Tire Chain. Notice Lever 


Fastener 


known as the Dreadnaught tire chains 
for passenger cars, and the Super 
Dreadnaught for trucks. These chains 
come to fit any car. Separate cross 
section chains are also made under the 
same trade mark. 

A patent locking arrangement is 
shown in the illustration, this is found 
on all regular models. 


New Ford Repair Tool 


A new tool of considerable interest to 
Ford sales and service stations and to 
general repair shops which have occa- 
sion to work on Ford cars, is the spe- 
cial GTD “Hex” Die. 

This hexagon re-threading die is 
manufactured by the Greenfield Tap & 
Die Corp., Greenfield, Mass. - Its size is 
2% in. diameter, 24 threads per inch, 
and it is made expressly for rechasing 
the threads on Ford hubs. It will be 
welcomed by repair men familiar with 
the trouble and delay caused by bat- 
tered threads on hubs, either as the 
result of the owner’s running into steps, 
telegraph poles, etc., or crossed threads 
due to careless assembly at some past 
time. 


Cutlery Kit for the Autoist 


Being of stainless steel the knives, 
forks and spoons contained in the auto 
kit made by Lamson & Goodnow Mfg. 














Lamson & Goodnow Auto Kit 


Co., Shelburne Falls, Mass., is very con- 
venient and serviceable. This kit con- 
sists of one-half dozen each of spoons, 
forks and knives, also a steak set, 
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paring knife, butcher knife and two 
serving sets. The utensils are placed 
in individual pockets of a folding can- 
vas case, which may be folded and 
placed in the pocket of the door. 


New Valve Grinding Paste 
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efficient means of.displaying lock steer- 
ing wheels in their stores the Lazear 
Products Co., Chicago, have designed a 
display stand. It is made of cast 
aluminum, polished and attractively 
finished. The base of the stand bears 
the words “The Lazear Lock Wheel, 
Locks Without a Key.” Counter-sunk 


A new valve-grinding paste is being screw holes make it. possible to fasten 


placed on the market under the trade 
name of “Detroit.” It has several fea- 
tures of interest for those engaged ‘in 
the auto repair business who 
valve-grinding jobs and for those who 
grind the valves on their own cars. 

It'is made in only one grade, which 
reduces from coarse to fine while being 
used, and grinds and finishes _in one 
operation. It is claimed that the De- 
troit valve-grinding paste will do a per- 
fect job in seating valves, lapping in 
pistons and grinding gears in less than 
half the time usually required. Further, 
that it does the job with one-third the 
material usually required. It will not 
“score” or “ring.” 

Patents were issued on the formula 
for Detroit valve-grinding paste Aug. 
1, 1921, and the product is now being 
offered to the public for the first time 
by the Woodison-Kelley Co., Detroit. 


Creeper with Adjustable Head 
Rest 


Knowles adjustable creeper is. made 
by Knowles Adjustable Creeper Co., 
Minneapolis, Minn. It has an adjust- 
able head rest which enables the user 














to obtain practical and comfortable 
head support at any desired angle and 
height. Proper support to the head and 
neck lessens the wear and tear on the 
man’s system, and makes the work to 
be done less burdensome. 

An anchor brake is on each creeper 
which holds the entire object positive in 
any position. When the brake is ap- 
plied there is no skidding to conten 
with and the creeper will not slip or roll 
with the down grade. 


Silent Merchandise 


In compliance with the general de- 
mand of dealers for an attractive and 


have 


La:ear Silent Salesman 


it to wall or counter—five rubber 
cushions separate it from the counter 
or show case so that it will not scratch. 


For Testing Storage Batteries 
The American Bureau of Engineer- 
ing, Inc., 2682 Prairie Ave., Chicago, of- 
fer the Ambu Three Ball Battery 
Tester. It measures 6% inches long 
and-will not break. It is used the same 


Ambu Battery Tester 


as any hydrometer. Its method is well 
explained in this jingle: 
“Floats all three, battery is charged 
fully, 
Sinks the white, charge is right, 
Sinks the green, charge is lean, 
Sinks the red, charge is dead.” 


Safety Signal Read Front and 
Rear 
Comstock-Bolton Co., 1925 East Fif- 
teenth Street, Kansas City, Mo., offer 


the trade the D-Rex-U safety signal 
which may be read from both the front 


and the rear. It is electrically operated 
by three buttons fastened to a spoke in 
the steering wheel. Three signals are 
available—“slow,”, “L” and “R.” It is 
regularly equipped with 21-candlepower 


D-Rez-U Safety Signal 


bulbs, which make the signal visible in 
the daylight as well as by night. 











